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A  baby  with  infant 
colic  needs  more  than 
a  drop  of  bubbly 

Most  remedies  for  infant  colic  and  griping  pains  work  on  the 
same  principle.  Dose  a  baby  with  an  effervescent  solution 
to  literally  blow  the  wind  out. 

Effective,  maybe,  but  rather  drastic. 

Surely  if  a  baby's  tummy  is  distended  with 
~  j  wind,  it  is  preferable  to  disperse  the 
f  pressure,  not  increase  it. 

Dentinox  Infant  Colic  Drops  does  just  that. 
ntinox  The  active  ingredient,  dimethicone  actually 
colic  breaks  down  the  bubbles  of  accumulated 
Irops  ingested  air.  Safely,  gently  and  quickly.  Yet 
— only  1/2ml  is  needed  at  every  feed  to 
avoid  the 
misery  colic  and  griping  pains 
can  bring. 

Next  time  a  mother  asks  for 
your  advice  on  colic  or  griping 
pains,  suggest  she  keeps  the 
bubbly  for  a  celebration.  And  \ 
recommend  Dentinox 
Colic  Drops. 


Infant 

colic 
drops 


Dentinox  Infant  Colic  Drops 

Gently  relieves  babies'wind 
and  griping  pains. 


Dendron  Ltd.,  94  Rickmansworth  Road,  Watford,  Herts  WD1  7Jj.Tel.  (0923)  29251.    PL.  0133/0022  GSL 


sales 


New  Benylin  Mentholated 
adds  to  your  profits. 

Benylin  Mentholated  not 
only  relieves  coughs  but  also 
clears  nasal  congestion. 

Yet  another  top  profit  win- 
ner for  you,  combining  the 
benefits  of  Benylin's  renowned 
efficacy  with  a  proven  decon- 
gestant plus  the  penetrating 
power  of  menthol. 

It  means  that  more  than 
ever,  there's  a  trusty  Benylin 
for  you  to  recommend  for 
most  types  of  cough.  And  for 
every  customer. 


Further  information  and  data  sheets  are 
available  on  request 

PARKE-DAVIS 

part  of  the  Warner-Lambert  Group 
Usk  Road,  Pontypool,  Gwent  NP4  OYH. 
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Benylin 


Mentholated 
Linctus 


LAMBERT 


Trade  mark  R82249 


Benyfin 

YOUR  TOP  PROFIT  WINNER 


CHEMISTw 
DRUGGIST 

Incorporating  Retail  Chemist 

October  30,  1982 


Volume  218  No  5343 
124th  year  of  publication 
ISSN  0009-3033 


Editor: 

Ronald  Salmon  MPS 

Assistant  Editor: 

John  Skelton  BPharm,  MPS 

Contributing  Editor: 

Adrienne  de  Mont 

BPharm,  MPS 

Beauty  Editor: 

LizPlatts  BA 

Editorial  Assistants: 

Patrick  Grice  BPharm,  MPS 

Paul  Slade  BA 

Price  List  Controller: 
Colin  Simpson 

Director:  James  Lear 


Advertisement  Manager: 
Peter  Nicholls  JP 
Assistant  Advertisement 
Manager: 
Doug  Mytton 

Production:  Shirley  Wilson 


Published  Saturdays 
by  Benn  Publications  Ltd 
Sovereign  Way,  Tonbridge, 
Kent  TN9  1RW 
Telephone:  0732-364422 
Telex  95132 

Subscription: 

Home  £42  per  annum 

Overseas  &  Eire  £52  per  annum 

including  postage 

85p  per  copy  (postage  extra) 


Regional  advertisement  offices: 
Midlands:  240-244  Stratford  Road, 
Shirley,  Solihull,  W.  Midlands  BVO  JAE 
021-744  4427 

East  Anglia:  71  Welsford  Road, 
Eaton  Rise,  Norwich  NR4  6QD. 
0603  54284. 

Scottish:  74  Drymen  Road,  Bearsden, 
Glasgow  041-942  2315 

North  East  and  North  West:  Techno 
House,  388-394  Low  Lane,  Horsforth, 
Leeds  LS18  4DF  0532-583329 

West  Country  &  South  Wales: 

10  Badminton  Road,  Downend,  Bristol 

BS16  6BQ  0272  564827 


Benn 


ABC 


Member  of  the  Audit 
Bureau  of  Circulations 


CONTENTS  COMMENT 


Counter  prescribing 
survey 

.  .  .  'Most'  undertaken  by 

assistants,  Winpharm  survey  shows  784 

Cut  scripts  to  20pc 


.  .  .  says  "Cured  to  death"  author 

785 

Unichem  Cyprus 

Convention 

Report  and  pictures 

794 

Practice  Research 

Winpharm  MD  examines  role  of 

pharmacist  in  counter  prescribing 

medicines 

804 

Comment 

783 

People 

787 

Topical  reflections  by  Xrayser 

787 

Prescription  specialities 

789 

Counterpoints 

790 

Chemist  Assistant  of  the  Year 

810 

News  extra 

811 

Letters 

815 

Business  news 

817 

Coming  events,  appointments 

819 

Market  news 

819 

Classified  advertisements 

820 

Contents  &  Benn  Publications  Ltd  1982.  All  rights  reserved. 
No  part  of  this  publication  may  be  reproduced,  stored  in  a 
retrieval  system  or  transmitted  in  any  form  or  by  any  means, 
electronic,  mechanical,  photocopying,  recording  or  otherwise 
without  the  prior  permission  of  Benn  Publications 


Chemist  &  Druggist  30  October  1982 


When  is  a  . . . 


.  .  .  food  not  a  food?  And  when  is  it  a 
medicine?  There  has  long  been 
understandable  confusion  over  this  very 
question,  since  there  is  a  category  of 
products  which  are  medicines  under  the 
Medicines  Act,  but  do  not  have  to  hold 
product  licences  —  products  such  as  some 
vitamin  supplements. 

Currently,  manufacturers  have  the 
option,  under  labelling  requirements  for 
medicines,  of  labelling  this  sort  of  product 
either  as  a  medicine  or  as  a  food;  most 
manufacturers  have  chosen  to  comply 
with  medicine  labelling  requirements.  This 
is  after  all  commonsense,  since  the 
regulations  are  specifically  designed  for 
products  which  are  produced  as  tablets, 
capsules  and  other  divided  dose  units. 

Consequently  manufacturers  have 
recently  been  both  surprised  and 
dismayed  by  the  sudden  advice  from  the 
Department  of  Health  that  "if  a  product 
is  a  medicinal  product,  exempted  from 
product  licensing  and  intended  for  sale  for 
oral  administration  as  a  food,  it  will  be 
required  to  be  labelled  in  accordance  with 
the  Food  Labelling  Regulations."* 
Regardless  of  the  legalities,  this  advice  is 
not  helpful  to  either  manufacturers, 
pharmacists  or  their  customers. 

While  consumers  are  becoming 
increasingly  demanding  in  the  amount  of 
information  provided  about  their 
purchases,  it  is  doubtful  whether  they 
would  find  it  helpful  to  be  told  that  a 
vitamin  tablet  contains  so  many 
milligrams  of  vitamin  C  in  every  100 
grams.  Surely  the  consumer,  and  indeed 
the  pharmacist,  would  much  rather  learn 
the  amount  of  vitamin  C  contained  in 
each  tablet  or  each  dosage. 

What  does  a  manufacturer  do?  He  can 
just  accept  this  advice  and  produce 
meaningless  labels.  He  can  stand  his 
ground  and  satisfy  his  duty  to  pharmacists 
and  consumers  at  the  expense  of  two  quite 
separate  ingredient  declarations  on  his 
labels.  Ultimately,  manufacturers  may 
want  to  follow  the  route  of  dual  labelling. 


It  is,  though,  most  unfortunate  that  both 
the  Department  of  Health  and  the 
Ministry  of  Agriculture,  Fisheries  and 
Food  have  not  tried  harder  to  reconcile 
the  conflicting  needs  of  labelling 
regulations. 

There  is  still  time  for  the  Food 
Labelling  Regulations  to  provide  an 
exemption  for  medicinal  products  which 
are  labelled  in  accord  with  Medicines  Act 
requirements.  Although  the 
implementation  date  for  the  Food 
Labelling  Regulations  1980  has  been  fixed 
for  January  1 ,  1983,  the  proposed 
amendments  to  the  regulations,  dealing 
with  particular  nutritional  foods 
scheduled  to  come  into  force  on  January 
1,  1985,  are  still  under  consideration. 

Why  does  MAFF  not  use  the 
amendments  to  include  the  desired 
exemption?  The  Ministry's  announcement 
of  its  intention  to  take  such  action  would 
certainly  be  most  helpful  to 
manufacturers  in  fixing  their  bearings. 

*  Medicines  Act  leaflet,  MAL  8  "A  guide 
to  the  status  under  the  Medicines  Act  of 
borderline  products  for  human  use." 


Delegation 


Winpharm's  findings  that  a  majority  of 
requests  for  recommendations  of  a 
counter  medicine  are  met  by  assistants  (pp 
784  and  804)  will  have  most  benefit  to  the 
profession  if  it  alerts  pharmacists  to  the 
opportunities  they  are  missing. 

It  is  not  that  assistants  will  have  been 
giving  incorrect  advice:  they  are  usually 
well  trained  and  C&D's  Assistant  of  the 
Year  Competition  suggests  that  the 
standard  is  commendably  high.  But 
pharmacists  cannot  complain  about  their 
own  lack  of  "image"  if  they  delegate  their 
professional  decisions,  rather  than  their 
tablet  counting,  to  others. 
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THIS  WEEK'S  NEWS 


Assistants  take 
prescribing  role, 
survey  reveals 


A  majority  of  medicine  recommendations 
are  made  by  counter  assistants  —  not 
pharmacists  —  when  customers  seek 
advice  in  pharmacies. 

That  is  the  finding  of  a  survey  carried 
out  by  Winpharm  last  year  in  which  a 
total  of  2,850  medicine  purchases  were 
recorded  by  observers  installed  by  the 
company  with  the  permission  of  the 
pharmacists  concerned.  The  results  were 
presented  to  the  conference  of  the 
Institute  of  Pharmacy  Management 
International  in  Malta  this  week  by  Mr 
Bernard  Hardisty,  Winpharm's  managing 
director,  and  are  given  in  detail  later  in 
this  issue  (p804). 

In  the  survey,  only  15  per  cent  of 
medicines  were  recommended,  against  84 
per  cent  "demanded"  —  and  pharmacists 
were  responsible  for  only  173  of  the 
"recommendations"  against  the  counter 
assistants'  260.  Forty  per  cent  of  the 
products  recommended  were  of  GSL 
status. 

Commenting,  Mr  Hardisty  says:  For 
whatever  reason,  in  260  counter 
transactions  where  customers  could  have 
had  the  benefit  of  the  pharmacist's 
advice,  they  received  that  advice  from  the 
counter  assistant  instead.  We  may  only 
speculate  as  to  the  variable  quality  of  that 
advice."  He  adds  that  the  availability  of 
the  pharmacist  on  the  other  occasions 
must  have  created  a  better  public  image 
for  the  profession  and  attracted  further 


customer  presentations  to  the  pharmacy 
rather  than  the  supermarket. 

Introducing  his  paper,  Mr  Hardisty 
had  said  that  the  concept  of 
"community"  pharmacy  derived  much  of 
its  interest  from  the  fact  that  it  involves 
the  extension  of  professional  knowledge 
beyond  the  dispensary  and  on  to  the 
counter.  "The  definition  of  counter 
prescribing  may  be  controversial,  but  two 
elements  are  indisputable:  first,  that  the 
pharmacist  personally  intervenes  in  the 
transaction  during  which  a  patient 
receives  a  remedy  for  a  minor  ailment; 
secondly,  that  the  medicine  concerned  is 
purchased  by  the  patient,  rather  than  the 
cost  of  treatment  being  defrayed  by  other 
mechanisms,  such  as  a  National  Health 
Service  or  private  insurance  scheme.  On 
the  latter  point,  there  was  no  indication 
anywhere  in  the  world  that  more  rather 
than  less  finance  would  be  available  for 
community-funded  health  care. 

Pharmacists'  role? 

Do  pharmacists  wish  to  adopt  the  role  of 
counter-prescribers  or  to  increase  the 
frequency  with  which  they  accept  that 
responsibility?  Mr  Hardisty  said  the 
answer  depended  on  which  pharmacist 
was  asked.  "There  are,  in  Britain, 
pharmacists  who  resent  the  very  existence 
of  the  shop  outside  the  dispensary  and 
long  for  the  day  when  dispensing  and 
closely  allied  activities  will,  by  themselves, 


support  their  standard  of  living." 

Whether,  and  how  soon,  that  situation 
was  likely  to  arrive,  the  speaker  suggested 
there  was  little  to  be  lost,  and  perhaps 
much  to  be  gained,  from  extending  the 
pharmacists'  knowledge  and 
professionalism  to  the  shop,  "with  which 
he  is  irrevocably  associated  in  the  eyes  of 
the  public." 

Pharmacists  at  new 
private  clinic 

A  pharmacist  has  been  appointed  to 
dispense  the  prescriptions  issued  by 
Britain's  first  comprehensive  private 
family  doctor  service  which  starts  next 
week  in  Harrow,  Middlesex. 

Patients  will  pay  £22  a  year  for  all  the 
medicines  they  require  from  the  health 
centre,  or  £44  for  appliances  as  well  as 
drugs.  A  computer  will  be  used  to  store 
medication  profiles  and  warn  about  drug 
interactions. 

The  centre  cost  £200,000  and  will  also 
be  staffed  by  six  general  practitioners, 
nurses,  physiotherapists  and 
radiographers.  Patients  will  pay  a  £10 
registration  fee  plus  £65  a  year  for  adults 
and  £52  a  year  for  children,  with  a  fee  for 
each  home  visit  of  £10  for  adults,  £5  for 
children. 

The  service  is  owned  by  Independent 
Medicial  Associates  and  was  set  up  with 
capital  from  Air  Call  Holdings  and 
Electra  Risk  Capital,  the  investment 
qualifying  for  tax  relief  under  the  small 
business  start  up  scheme.  A  maximum 
number  of  9,000  patients  will  be  taken  but 
a  spokesman  declined  to  say  how  many 
had  already  enlisted. 

Facilities  include  health  care  screening, 
ante  and  postnatal  care,  and  contraceptive 
advice. 

ASTMS  to  decide  on 
industrial  action 

The  Association  of  Scientific,  Technical 
and  Managerial  Staff  will  consider  what 
action  to  take  in  response  to  a  TUC 
Health  Services  Committee  call  for  "all- 
out  industrial  action"  at  a  meeting  of  its 
National  Executive  on  November  13. 

Last  week  the  TUC  Health  Services 
Committee  asked  all  constituent  unions  to 
seek  a  mandate  for  all-out  industrial 
action  in  line  with  TUC  code  of  conduct. 
In  addition,  they  recommended  that  all 
unions  should  impose  a  ban  on  all  private 
practice  within  the  NHS  from  November 
15. 

The  TUC  Health  Services  Committee 
next  meets  on  November  18  when  it  is 
hoped  the  results  of  ballots  by  the 
constitutent  unions  may  be  to  hand. 
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Cut  scripts  to 
20pc  says  'cured 
to  death'  author 


"More  people  are  killed  each  year  by 
prescribed  drugs  than  by  accidents  on  the 
road,"  claims  a  book  published  this  week. 
Provocatively  titled  "Cured  to  Death",  it 
is  written  by  Dr  A.  Melville  and  Colin 
Johnson. 

In  a  BBC  television  "Newsnight" 
interview  on  Monday,  it  was  said  that 
most  people  accept  that  all  drugs  are 
potentially  dangerous,  but  iatrogenic 
disease  (literally  "doctor  caused  disease") 
is  becoming  an  enormous  problem,  the 
effects  of  which  are  usually  treated  with 
yet  more  drug  therapy. 

The  Newsnight  team  discussed  the 
claims  made  by  the  book  with  one  of  the 
authors  and  two  GPs. 

Dr  Melville  said  she  would  like  to  see 
prescribing  reduced  to  20  per  cent  of  its 
present  level.  She  also  argue  that  the  over- 
emphasis on  drugs  reduces  the  choice  of 
any  other  forms  of  treatment  being 
considered,  citing  the  case  of  a  woman 
who  found  that  swimming  alleviated  the 
symptoms  of  her  arthritis  and  reduced  the 
number  of  tablets  she  had  to  take  as  a 
consequence.  Dr  Michael  Wilkes, 
representing  the  BMA,  said  that  such  a 
drastic  cut  in  prescribing  would  not  be 
possible.  He  defended  the  prescribing  of 
drugs  to  some  patients,  particularly  in  the 


case  of  tranquilisers,  as  being  part  of  the 
support  they  required.  Even  if  the  drug 
was  not  totally  appropriate  to  the  disease, 
it  was  still  relevant  to  the  treatment. 
However  Dr  Melville  argued  that  this  was 
only  one  side  of  the  story  and  that  all  drug 
therapy  carries  some  risk,  and  very  often 
the  risk  is  not  justified  by  the  potential 
benefit.  She  went  on  to  say  that  both 
doctors  and  patients  under-estimate  the 
frequency  with  which  side  effects  occur 
because  they  do  not  recognise  them  for 
what  they  are  —  coupled  with  the  fact  that 
a  doctor  would  not  like  to  think  that 
therapy  he  had  prescribed  for  a  patient 
was  actually  doing  harm  rather  than  good 
and  thus  would  tend  to  attribute  the 
"illness  (ie  iatrogenic  effect)  to  another 
cause  if  he  could. 

Dr  Robinson,  a  GP  working  at  a 
London  medical  centre,  explained  that 
doctors  are  obliged  to  fulfil  their  patients' 
expectations,  that  is,  to  give  them  a 
prescription  at  the  end  of  a  consultation. 
He  said  that  about  one-third  of  his 
patients  suffer  from  problems  of  a  social 
or  emotional  native  rather  than  a  physical 
illness.  Dr  Robinson  admitted  that  despite 
this  most  patients  receive  a  prescription, 
although  he  did  explain  that  it  was 
important  to  try  to  help  the  patient 
understand  that  they  may  not  need  a 
prescription. 

Dr  Melville  believes  that  drugs  such  as 
tranquilisers  should  be  used  only 
sparingly,  and  in  the  short  term,  to  reduce 
the  risks  involved. 

"Cured  to  death",  Dr 
A.  Melville  and  Colin  Johnson.  Seeker 
and  Warburg.  £8.  50. 


Pensioners  and  pills 

Pensioners  are  being  prescribed  too  many 
pills  with  too  little  care,  according  to  a 
report  in  the  Autumn  issue  of  Age 
Concern's  (England)  journal  New  Age. 
Drawing  on  recent  research  from  a  variety 
of  sources  the  report  identifies  repeat 
prescriptions,  unclear  usage  instructions, 
drug  hoarding,  and  lack  of  research  into 
the  effects  and  interactions  of  drugs  as 
major  problems. 

According  to  the  report:  "All  over  the 


country  general  practitioners  are  writing 
prescriptions  for  as  many  as  half  a  dozen 
drugs  at  a  time.  Prescriptions  for  the 
elderly  are  free.  GPs  are  busy.  Over- 
prescribing  is  the  outcome."  Often  they 
are  repeats,  signed  without  even  seeing  the 
patient.  In  a  recent  survey  of  patients  by 
the  Department  of  Community  and 
General  Practice  at  Guys  Hospital 
Medical  School,  65  per  cent  had  received 
their  last  prescription  in  this  way.  And 
people  taking  non-prescribed,  proprietary 
drugs  admitted  that  their  doctors  did  not 
know. 


Overprescribing  is  particularly  likely  in 
institutions,  says  the  report.  Elderly 
people  in  local  authority  residential  homes 
receive  far  more  hypnotic  drugs  than 
those  living  in  their  own  homes,  and  the 
highest  users  of  all  psychotropic  drugs  are 
private  nursing  homes.  "You  can  improve 
25  per  cent  of  the  patients  coming  in  here 
dramatically  by  taking  them  off  the 
tablets  they  are  on,"  says  one  consultant 
geriatrician  taking  part  in  a  recent  survey. 

Even  if  the  prescription  is  appropriate, 
problems  often  arise  from  unclear  usage 
instructions.  The  medical  and 
pharmaceutical  professions  estimate  that 
20-30  per  cent  of  patients  fail  to  follow 
instructions.  In  the  Guy's  survey  the 
instruction  "three  times  a  day"  was 
correctly  carried  out  by  only  25  per  cent  of 
patients  and  20  per  cent  of  patients  had 
removed  the  tablets  from  their  original 
containers  anyway. 

In  the  same  survey  80  per  cent  of  drugs 
had  badly  written  labels,  and  only  3  per 
cent  had  expiry  dates.  Vague  instructions 
such  as  "Take  as  before"  do  not  help  and 
the  report  also  points  out,  some  elderly 
people  suffer  from  poor  eyesight, 
confusion,  or  poor  memory. 

Another  question  which  the  report 
raises  is  the  number  of  people  who  leave 
hospital  without  knowing  whether  their 
hospital  prescribed  drugs  are  "instead  of" 
or  "as  well  as"  those  from  their  GP.  

Drug  monitoring 

The  Committee  on  Safety  of  Medicines  is 
to  review  the  means  by  which  adverse 
reactions  are  monitored.  The  review  will 
study  various  computerised  pilot  studies 
such  as  those  currently  being  carried  out 
at  the  universities  of  Dundee, 
Southampton,  Surrey  and  Manchester. 

It  will  then  consider  what,  if  any, 
changes  should  be  made  to  the 
Committee's  current  monitoring 
arrangements,  such  as  the  yellow  card 
system,  and  what  additional  methods  may. 
usefully  be  introduced  to  complement  the 
existing  system.  Details  of  the  proposed 
review  were  given  by  Minister  for  Health 
Kenneth  Clarke,  replying  to  a  Commons 
question  from  Labour  MP  Mrs  Renee 
Short. 


Unichem  convention  opened  by 
Cyprus  pharmaceutical  official 

Unichem's  1982  Convention,  held  in  Cyprus  last  week,  was 
opened  by  Mr  Eftichios  Kkolos,  director  of  pharmaceutical 
services,  Cyprus  Ministry  of  Health.  He  is  pictured  (right) 
receiving  two  silver-gilt  replicas  of  a  coin  found  in  the  Mary  Rose, 
from  chairman,  Mr  Norman  Sampson.  In  his  address  to  delegates 
Mr  Kkolos  remarked  on  the  expansion  of  the  pharmacist's  role 
and  responsibilities  over  the  past  20  years  away  from 
compounding.  Included  now  were  research  for  the  synthesis  or 
isolation,  manufacture,  formulation  and  quality  control  of  new 
drugs,  as  well  as  clinical  pharmacy  practice,  practice  research  etc. 
It  was  the  pharmacist's  job  to  increase  the  patient's  knowledge 
about  the  use,  hazards  of,  misuse  and  abuse  of  drugs. 

There  are  192  private  and  29  Government  pharmacies  on  the 
Greek-controlled  part  of  the  island  with  8,500  pharmaceutical 
preparations  registered  for  use  through  the  Drups  Council 
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Council  member 
opens  next  to 
health  centre 

Mr  W.M.  Darling,  a  member  of  the 
Pharmaceutical  Society's  Council  who 
recently  urged  that  the  profession  should 
agree  on  planned  distribution  (C&D, 
October  16,  p677),  has  opened  a 
pharmacy  next  to  a  new  health  centre  in 
South  Shields. 

But  he  is  adamant  that  he  is  not 
leapfrogging  or  threatening  the  viability 
of  other  pharmacies  in  the  area.  For  many 
years  his  two  businesses  dispensed  the 
prescriptions  issued  by  the  doctors  who 
have  now  moved  to  the  Farnham  Road 
health  centre;  95  per  cent  of  prescriptions 
taken  to  his  Laygate  pharmacy  and  about 

Tight'  corner  for 
CA's  drug  bulletin 

The  Pharmaceutical  Services  Negotiating 
Committee  has  asked  the  Department  of 
Health  to  write  to  the  Consumers' 
Association  following  an  article  in  the 
Drug  and  Therapeutics  Bulletin  on 
Compression  Hosiery  which  suggested 
that  an  arrangement  whereby  a 
pharmacist  supplied  tights  on  prescription 
instead  of  stockings  —  on  payment  of  the 
balance  —  benefited  everyone. 

The  contentious  paragraph  (volume 
20,  October  15,  p83)  reads:  "Tights  are 
not  in  the  Drug  Tariff,  but  many  women 
will  not  wear  stockings.  When  prescribed 
stockings,  some  ask  the  pharmacist  to 
supply  similar  tights  on  payment  of  the 
difference  in  price.  Such  an  arrangement 
benefits  patient,  doctor,  pharmacist  and 
manufacturer  and  costs  the  exchequer 
nothing,  so  perhaps  two  tights  don't  make 
a  wrong." 

A  spokesman  for  the  PSNC  told  C&D: 
"Pharmacist  contractors  are  reminded 
that  substitution  of  tights  for  elastic 
hoisery  ordered  on  an  FP10  is  not  only  a 
breach  of  contractors  terms  of  service,  but 
could  also  have  adverse  effects  on  a 
patient's  condition.  The  DHSS  views  with 
concern  any  substitution  or  exchange  of 
support  tights  for  surgical  hoisery." 

New  format  for  1983 
LPC  Conference 


The  1983  Conference  of  Local 
Pharmaceutical  Committee 
representatives  will  have  a  different 
format  to  previous  years  and  will  consist 
of  a  presentation  from  the  top  table  on 
current  negotiations  and  the  up-to-date 
position  of  the  balance  sheet  together  with 
a  question  and  answer  session. 

Resolutions  from  LPCs  will  be 
discussed  by  an  Agenda  Committee  of  the 
Pharmaceutical  Services  Negotiating 


one-third  of  those  at  his  Stanhope  Parade 
pharmacy  originated  from  the  group 
practice  "When  the  doctors  moved  we 
moved  with  them,"  he  told  C&D, 

Mr  Darling's  new  pharmacy,  which 
opened  on  October  4  —  the  same  day  as 
the  health  centre,  has  replaced  his  Laygate 
branch,  now  closed,  and  is  subsidising  the 
continuation  of  his  Stanhope  Parade 
branch.  It  sells  medicines,  baby  goods  and 
health  care  products  but  not  cosmetic  or 
photographic  items.  Mr  Darling  explained 
that  the  number  of  prescriptions 
dispensed  is  virtually  the  same  as  at  his 
previous  businesses  but  with  much  higher 
overheads. 

The  local  authority  wanted  common 
access  between  the  pharmacy  and  health 
centre  but  Mr  Darling  refused  He  added 
that  he  had  not  yet  applied  for  a  basic 
practice  allowance  The  nearest  existing 
pharmacy  is  about  100  yards  away. 


Committee  and  a  representative  of  an 
LPC  submitting  a  resolution  will  be  asked 
to  attend  a  meeting  at  which  the 
resolutions  will  be  discussed, 

The  1983  LPC  Conference  has  been 
aranged  for  Sunday,  April  10  at  the 
headquarters  of  the  Pharmaceutical 
Society,  1  Lambeth  High  Street,  London. 

A  PCL  will  be  sent  to  all  LPCs  in  the 
next  few  weeks  giving  details  of  the 
conference  and  the  dates  for  submission 
of  resolutions,  etc. 

Assurance  was  given  to  the  Committee 
by  the  Minister  for  Health  that  the 
HN/FPN  regularising  the  supply  by 
general  practitioners  of  items  for  personal 
administration  to  patients  (C&D,  October 
16,  p678)  would  not  increase  the  range  of 
personal  preparations.  A  letter  explaining 
this  would  be  sent  to  the  General  Medical 
Services  Committee. 

□  Prescription  Pricing  Authority.  Two 
names  have  been  forwarded  to  fill  one 
vacancy  on  the  PPA  with  effect  from 
April  1,  1983  —  Messrs  G.S.  Knowles  and 
R.M.  Onley  —  at  the  request  of  the 
DHSS. 

□  Rational  location  of  pharmacies  The 
document  on  rational  distribution  is  to  be 
reviewed  by  representatives  of  the  PSNC, 
the  Pharmaceutical  Society  and  other 
interested  bodies  such  as  the  Company 
Chemist's  Association  and  Co-operative 
Wholesale  Society. 

□  Rural  dispensing /Clothier.  A  report  on 
the  final  meeting  on  October  6,  between 
representatives  of  the  DHSS,  FPCs, 
GMSC,  PSGB  and  PSNC,  was  given  by 
chief  executive,  Mr  Alan  Smith. 

□  Inclusion  of  pure  profit  in  capital 
employed.  A  claim  has  been  lodged  with 
the  Department  of  Health. 

□  Indexation  of  labour  costs.  Following 
the  PSNC's  letter  seeking  clarification  of 
the  DHSS  offer  to  increase  labour  cost 
reimbursement  by  6  per  cent  in  1982,  the 
DHSS  had  now  confirmed  that  the 
increase  should  be  applied  by  indexation 
and  not  as  a  cash  limit. 

□  Notional  rents  for  freehold  premises.  A 
claim  for  a  new  formula  for  the 


determination  of  notional  rents  was 
lodged  in  1980  but  the  response  so  far 
received  from  the  DHSS  is  considered 
unsatisfactory  A  further  meeting  will  be 
sought  with  the  DHSS  to  discuss  this  item. 

□  Other  matters.  The  DHSS  is  still 
considering  the  PSNC's  submissions  on 
simplification  of  inquiry  method,  out  of 
hours  service,  collection  and  delivery 
service  and  container  cost  inquiry.  It  is 
being  pressed  for  an  early  review. 

□  'Labour's  Social  Strategy  '  booklet  is 
to  be  discussed  at  the  next  Control  and 
Policy  Subcommittee  meeting. 


June  scripts 


The  Pharmaceutical  Services  Negotiating 
Committee  has  published  these  statistics: 


England 

June  1982 

June  1981 

Total  number  of  prescriptions 

26,148,039 

26,181,570 

Total  cost 

£99,903,872 

£88,155,211 

Total  oxygen  payments 

(including  total  cost) 

£591,874 

£478,690 

Average  net  ingredient  cost 

317. 50p 

275. 56p 

Average  discount 

(17.53p) 

(14.58p) 

Container  allowance 

3.80p 

3.80p 

303. 77p 

264.78p 

Average  fee 

40.40p 

39.33p 

A  verage  Oncost 

35.64p 

30.77p 

Average  total  cost 

379.81p 

334.88p 

Wales 

Total  number  of  prescriptions 

2,026,722 

2,076,253 

Total  cost 

£7,472,930 

£6,801,595 

Total  oxygen  payments 

(including  total  cost) 

£76,146 

£64,635 

Average  net  ingredient  cost 

303.85p 

265. 89p 

Averagediscount 

(16.77p) 

13.90p) 

Cor"ainer  allowance 

3.79p 

3.79p 

290. 87p 

255. 78p 

Average  fee 

40.48p 

39.31p 

Average  oncost 

33.61p 

29.40p 

Averagetotalcost 

364.96p 

324.49p 

The  cumulative  prescription  statistics  for 
the  period  January  1  to  June  30  are  set  out 
with  corresponding  statistics  given  for 
1981. 


England 

1982 

1981 

%  +  /- 

Total  number  of 

prescriptions 

155,897,942 

150,090,155 

+  3.87 

Total  cost 

£569,549,952 

£495,832,874 

+  14.86 

Wales 

Total  number  of 

prescriptons 

11,918,421 

11,741,576 

+  1.51 

Total  cost 

£42,358,779 

£37,759,868 

+ 12.18 

Drugs  in  children  — 
'more  facts  needed' 

Knowledge  of  the  effects  of  drugs  in 
children,  including  the  foetus,  should  be 
greatly  improved,  recommends  a  report 
published  recently  by  the  World  Health 
Organisation. 

The  study  of  adverse  reactions  in 
children  also  requires  greater  emphasis 
and  should  involve  more  large-scale, 
intensive  monitoring  and  spontaneous 
reporting.  Methods  should  be  devised  for 
long-term  studies  to  detect  any  adverse 
effects  of  drugs  on  growth  and 
development. 

The  report,  "Drugs  for  infants  and 
children",  records  the  10th  European 
symposium  on  clinical  pharmacological 
evaluation  in  drug  control,  held  in 
October  1981 .  The  authors  believe  that 
the  extent  of  under-compliance  in  children 
is  not  sufficiently  realised  and  that 
research  on  means  of  improving 
compliance  is  needed,  with  pharmacists, 
physicians  and  the  public  requiring 
education  in  this  area. 
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Coroner's  warning 
on  doctors'  writing 

A  Northampton  coroner  last  week  called 
on  doctors  to  make  sure  their  handwriting 
is  legible  after  hearing  that  a  77-year-old 
man  died  after  being  dispensed  the  wrong 
tablets. 

Dr  Vinodrai  Chandarana  correctly 
prescribed  antibiotics  for  retired  carpenter 
Frank  Pearce's  bronchial  condition.  But 
pharmacist  Mr  Kenneth  Moseley  told  the 
inquest  he  read  the  word  as  the  name  of  a 
drug  used  for  treating  depression.  The 
doctor  had  prescribed  Amoxil,  but  Mr 
Moseley  read  it  as  Camcolit. 

Pathololgist  Dr  Robert  Sladden  said 
that  if  Mr  Pearce  —  who  lived  in  an  old 
people's  home  —  had  received  the 
antibiotics  prescribed  he  might  not  have 
died.  Coroner  Michael  Collcutt  said: 
"Doctors  must  make  an  effort,  however 
busy,  to  write  legibly."  A  verdict  of  death 
by  misadventure  was  recorded. 

Jury  service  in 
Scotland 

Practising  pharmaceutical  chemists  are 
now,  for  the  first  time,  excusable  as  of 
right  from  jury  service  in  Scottish  courts, 
following  the  coming  into  force  of  the 
Law  Reform  (Miscellaneous  Provisions) 
(Scotland)  Act  1980. 

Exemption  is  not  automatic;  any 
practising  pharmacist  who  wishes  to  be 
excused  duty  must  give  written  notice  to 
the  clerk  of  the  court  from  whom  a 
citation  is  recieved,  indicating  his  right 
and  desire  to  be  so  excused.  The  letter 
previously  supplied  from  York  Place  to 
request  exemption  for  pharmacists  in  sole 
personal  control  of  a  retail  pharmacy 
business  is  now  no  longer  needed. 

PEOPLE 


Michael  King  BSc, 
MPS,  has  been 
appointed 
pharmacist 
administrator  for 
the  NPA  at 
Mallinson  House, 
St  Albans.  He  will 
be  dealing  with 
employment 
problems,  trade 
disputes,  general  queries  and  will  be 
involved  in  day-to-day  administration  of 
the  NPA,  reporting  to  Jim  Downing  and 
Will  Kneale.  After  graduating  from 
Manchester  University  in  1977  Mr  King 
joined  Boots  for  his  pre-registration 
experience  and  worked  with  them  as  a 
relief  manager.  He  spent  a  year  in  London 
working  as  a  locum  for  other  multiples 
and  independent  community  pharmacies, 
and  then  spent  some  time  as  a  sales 
representative  with  Glaxo  Laboratories. 


TOPICAL  REFLECTION! 

By  Xrayser 


Slow  turn 


I  have  been  taking  a  cold  look  at  all  the 
areas  in  my  shop,  now  the  Summer  is 
over,  where  I  have  been  slipping  up.  I 
want  to  know  which  products,  bought  on 
the  assumption  that  "they  always  sell 
well,"  have  been  gathering  my  money  in 
stasis.  Well  I  can  tell  you  I've  had  some 
nasty  surprises. 

A  cold  look?  Makes  me  hot  to  think 
about  it.  In  some  departments,  notably 
toiletries,  I  find  the  regular  two  monthly 
rep's  visit  by  no  means  indicates  a  two- 
monthly  stock-turn,  with  perhaps  a  two 
week  lead  time.  No,  I  reckon  I  have  let 
myself  be  lulled  (a  much  nicer  word  than 
conned,  don't  you  think?)  into  believing  I 
am  a  genuinely-valued,  biggish  spender 
with  a  business  to  match  my  aspirations. 

The  truth  is,  with  firms  like  Elida 
Gibbs,  Chesebrough-Ponds,  L'Oreal, 
Beechams,  etc,  smaller  calls  such  as  mine 
are  expected  to  buy  on  a  four-monthly 
cycle  which,  with  stock  in  hand,  and 
miscalculations,  is  giving  me  a  five-month 
stockturn.  The  major  cosmetics  houses 
talk  to  me  about  a  six-month  stockholding 
as  if  it  were  a  positive  virtue.  I  can  hear 
the  rep's  voice  now  .  .  .  "This  stand  will 
hold  all  your  stock  on  display."  But  he 
omits  to  say  it  holds  £700-£800  worth  of 
goodies.  I  come  to  the  conclusion  I 
shouldn't  exist,  with  a  retail  turnover  of 
under  £70,000  a  year,  because  makers' 
packs,  and  discount  parcels,  and  selling 
approach,  seem  geared  for  businesses 
doing  twice  that  amount. 

At  present,  then,  if  I  want  continuity 
of  stock  at  prices  compatible  with  those  of 
the  competition,  there  seems  remarkably 
little  choice  —  the  wholesalers  who  told  us 
this  ages  ago,  in  practice  let  me  down  very 
badly.  When  I  ordered  the  special  deals 
from  them  at  prices  similar  to  those  of 
manufacturers  I  might  get  them,  if  I  was 
lucky,  within  a  week  or  two  ...  or  I  might 
not.  Part  orders  would  dribble  in,  weeks 
and  months  later,  completely  ruining  my 
stock  control  and  losing  me  customers 
through  out-of-stocks. 

The  myth  of  the  special  offer  has 
become  a  sick  joke,  having  been  shown  to 
be  just  a  calculated  ploy  to  force  retailers 
into  larger,  less  frequent  orders,  so  they 
can  continue  to  sell  goods  at  the  proper 
commercial  value,  though  nominally  at  a 
figure  "reduced"  from  a  fictitious 
recommended  price.  Show  me  the 
customer  willing  to  pay  the  "full  price"  if 
you  don't  believe  me. 

But  the  thing  that  sticks  in  my  throat 
more  than  anything  is  the  packings  of 
babyfood.  With  24  tins  of  Heinz  the 
smallest  pack,  and  a  variety  essential  if 
any  attempt  to  hold  the  baby  business  is 
intended,  I  finally  cleared  out  the  last  this 


Spring  having  to  dump  about  four  dozen 
miscellaneous  cans  out  of  the  initial  stock 
of  about  24  varieties.  When  you  recall  I 
had  to  buy  four  gross  to  get  that  choice, 
and  over  a  year  or  so  managed  to  make  10 
per  cent  profit  on  what  I  sold,  only  to  lose 
it  on  the  out-of-dates,  you  will  appreciate 
why  I  was  not  too  distressed  this  Summer 
to  refuse  sales. 

But  yet  there  has  to  be  a  way  for 
people  like  me,  in  the  small  suburban 
parades,  to  offer  customers  a  choice.  Why 
can't  Heinz,  and  the  other  manufacturers 
of  ready-mixed  baby  foods,  shrink  wrap 
them  in  sixes?  Until  they  do  I  don't  want 
to  know.  I  am  now  trying  to  reconcile  how 
to  buy  at  decent  prices,  small  enough 
quantities  at,  say,  monthly  intervals,  to 
get  my  retail  stockturn  up  to  at  least  eight 
times  a  year.  We  need  some  help. 


Fragrance 


There  was  a  time  when  I  ran  a  business 
which  carried  a  couple  of  exclusive 
perfume  agencies.  Rather  swish  I  always 
thought,  but  as  time  went  by  I  realised  the 
makers  were  expanding  their  range,  sizes, 
presentations  and  varieties,  quicker  than 
my  sales  were  growing  —  and  I  was 
expected  to  take  them  all  in.  Inevitably 
there  came  the  parting  of  the  ways, 
amicably  in  one  case,  acrimonously  in  the 
other,  because  I  found  they  had  opened 
up  a  near  competitor  without  telling  me, 
so  my  sales  dropped  too  low  to  live  with. 

So  many  fragrance  makers  have 
followed  the  same  path  (not  only  the 
French)  that  the  sheer  variety  on  the 
market  at  any  one  time  has  forced  retailers 
to  view  them  quite  differently  from  that 
reverential  awe  accorded  to  the  rare  and 
exclusive.  Perfumes  are  not  rare  and 
exclusive  any  more.  The  cheap  synthetic 
bases  have  transformed  the  situation  so 
we  now  have  good  perfumes  marketed 
like  any  other  toiletry. 

As  a  result,  since  I  am  a  buyer,  I  look 
for  the  product  carrying  a  well  known 
name,  presented  to  the  public  with  as 
much  panache  (no  puff)  as  possible, 
priced  to  the  purses  of  my  customers  — 
and  which  smells  nice.  Unless  it  is 
outstanding  1  look  for  a  life  of  perhaps 
two  years  from  launch  to  oblivion, 
(though  we  hope  for  new  classics).  And  I 
am  glad  to  buy  the  occasional  Worth, 
Coty,  Dior,  Ricci,  Chanel,  etc,  from  the 
swagman  to  bring  some  choice  and  style 
to  the  counter. 

So  far  as  I  am  concerned,  long  may  it 
continue.  As  my  sales  aren't  too  bad,  I 
would  have  thought  the  turnover  achieved 
nationally  from  the  multiplicity  of  outlets 
must  surely  add  up  to  a  not-unsatisfactory 
total  for  the  makers.  It's  a  changing 
world,  so  hold  your  noses  and  say  after 
me:  "Le  roi  est  mort.  Vive  le  roi!" 
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Everyone  knows  someone  who  snores.  And  for  the  partner  of  a  snorer, 
night  life  can  be  dreadful. 

It  therefore  comes  as  no  surprise  that  everyone  is  talking  about  Sonarex. 
Because  Sonarex  is  a  new,  simple  way  to  stop  snoring.  It  contains  no  drugs, 
can  be  used  every  night  -  and  it  really  is  effective. 

Sonarex  is  already  selling  strongly  in  Europe.  And  there's  no  doubt  it  will 
be  a  strong  seller  here,  particularly  in  the  busy  pre-Xmas  period. 

New  Sonarex  is  available  now.  Don't  miss  out  on 
pre-Xmas  sales.  Contact  Dendron  immediately 

and  we'll  rush  stock  to  you.  /\\\  LJ|  ^Jfc C\  Y 

DENDRON  LTD.,  ^  M%I^t  I  ^v^'b 

94  RICKMANSWORTH  ROAD, 
WATFORD,  HERTS.  WD1  7JJ. 
Tel:  (0923)  29251. 


10  doubt  it  will 

'0' 


PRESCRIPTION  SPECIALITIES  Evans  additions 


Gammabulin 


Manufacturer  Immuno  Ltd,  Arctic 
House,  Rye  Lane,  Dunton  Green,  nr 
Sevenoaks,  Kent  TN14  5HB 
Description  Available  as  a  solution  and 
powder,  the  clear  solution  for 
intramuscular  injection  varies  in  colour 
from  pale  yellow  to  light  brown.  It 
contains  protein  (16.5  per  cent  ±1.5  per 
cent),  gamma  globulin  (more  than  90  per 
cent),  glycine  (2.25  per  cent)  and 
merthiolate  (0.01  per  cent).  The  powder  is 
white  to  slightly  yellowish  or  a  solid 
friable  mass  of  lyophilised  gammabulin 
containing  protein  (16.5  per  cent  ±1.5 
per  cent),  gamma  globulin  (more  than  90 
per  cent),  glycine  (6  per  cent  and 
merthiolate  (0.01  per  cent)  when  dissolved 
in  Water  for  Injections  BP. 
Indications  Antibody  deficiency 
syndrome  and  recurring  bacterial 
infections  in  dys-,  hypo-  and 
agammaglobulinaemia;  hepatitis  A 
prophylaxis;  prevention  or  modification 
of  measles  infection  and  treatment  of 
susceptible  pregnant  women  exposed  to 
Rubella  infection  who  will  not  consider 
thereapeutic  abortion 
Dosage  By  intramuscular  injection  only 
—  the  recommended  dosages  given  refer 
to  the  16  per  cent  solution:- 
Antibody  deficiency  syndrome.  Initially 
1 .8ml  per  kg  bodyweight  in  three  single 
doses  of  0.6ml/kg  bodyweight  in  intervals 
of  24  hours.  The  maintenance  dose  is  0.6 
ml  per  kg  bodyweight,  monthly 
Hepatitis  A.  For  children  0.02 -0.04ml  per 
kg,  repeated  after  four  to  six  months  if 
exposure  continues.  For  short  periods  of 


exposure  (less  than  two  months),  adult 
dosage  is  0.02 -0.04ml  per  kg  and 
0.08-0. 12ml  for  longer  periods;  repeated 
after  four  to  six  months 
Measles.  A  dose  of  0.25ml/kg  given  as 
soon  as  possible  after  exposure.  For 
prophylaxis,  0.2ml  per  kg  repeated  after  3 
weeks  for  continuing  exposure  and  0.04ml 
per  kg  for  mitigation  without  influence  on 
the  immunising  effect 
Rubella.  For  pregnant  women,  20ml.  — 
routine  use  in  early  pregnancy  cannot  be 
justified  (see  indications) 
Contraindications  Generally  well 
tolerated  without  reactions 
Side  effects  On  very  rare  occasions  such  as 
special  forms  of  a-  or 

hypogammaglobulinaemia,  anaphylactoid 
reactions  may  occur  in  patients  who  have 
antibodies  against  immune  globulin 
A(lgA)  or  who  have  shown  atypical 
reaction  after  blood  transfusion  or 
following  administration  of  blood 
derivatives 

Precautions  Not  to  be  administered 
intravenously.  Regular  monitoring  of 
transaminase  levels  may  be  warranted 
during  adminstration  for  hepatitis  A. 
Pharmaceutical  precautions  The  liquid 
should  be  stored  between  2  and  10  °C  and 
the  powder  at  room  temperature 
protected  from  light 
Packs  Liquid  in  rubber-capped  vials  of 
2ml  (£3  trade),  5ml  (£6  trade)  and  10ml 
(£10.50  trade).  The  powder  (320mg)  in  a 
rubber  capped  vial  (£3.30  trade)  is 
reconstituted  with  2ml,  water  for  injection 
BP. 

Supply  restrictions  Prescription  only 
Issued  October  1982 


New  formula  for 
Debendox 

The  formulation  of  Debendox  has  been 
modified  to  contain  doxylamine  succinate 
and  pyridoxine  only,  excluding 
dicyclomine  hydrochloride.  There  will  be 
no  change  in  the  timed  release 
characteristics  of  the  coated  tablets  and 
dosage  remains  the  same. 

"Dicyclomine  had  a  role  in  Debendox 
to  reduce  the  stomach  hypermotility 
which  accompanies  vomiting.  However,  it 
has  been  demonstrated  that  the  action  of 
dicyclomine  is  not  sufficient  to  represent  a 
major  contribution  in  the  control  of  the 
particular  indication  of  nausea  and 
vomiting  of  pregnancy,"  say  Merrell.  "In 
the  light  of  this  information  it  seem 
appropriate  to  omit  dicyclomine  from 
Debendox,  expecially  as  modern  medicine 
requires  that  the  simplest  therapy  should 
be  administered  to  all  patients, 
particularly  pregnant  women."  The  new 


formulation  has  been  under  evaluation  in 
the  US  for  a  number  of  years.  Merrell 
Pharmaceuticals  Ltd,  Pimbo  Road, 
Skelmersdale,  Lanes  WN8  9PE. 

New  strength  of 
Arpicolin  syrup 

Arpicolin  syrup  is  now  available  in  a 
strength  5mg  per  5ml  of  procyclidine 
hydrochloride  BP,  in  addition  to  the 
packs  of  200ml  and  500ml  (2.5mg/5ml). 
Packs  are  200ml  (£3.60  trade)  and  500ml 
(£7.20  trade)  from  R.P.  Drugs  Ltd, 
R.P.D.  House,  Yorkdale  Industrial  Park, 
Braithwaite  Street,  Leeds  LSI!  9XE. 

Correction 

All  doses  for  the  recently  introduced 
Becloforte  inhaler  (C&D,  October  9, 
p633)  were  given  in  milligrams.  The  doses 
should,  of  coures,  be  in  micrograms. 


Evans  have  added  chlorpropamide  tablets 
BP  and  tolbutamide  tablets  BP  500mg  to 
their  range. 

The  white  uncoated  chlorpropamide 
tablets  both  have  the  Evans  logo  on  one 
side.  On  the  reverse  of  the  lOOmg  tablet  a 
large  "100"  is  above  a  straight  breakline 
and  smaller  "236"  below.  On  the  250mg 
tablet  a  large  "250"  above  a  biconvex 
breakline  and  smaller  "237  below.  Packs 
are  250s,  lOOmg  (£1 .60  trade)  and  500s, 
250mg  (£7  trade). 

The  tolbutamide  tablets  are  white 
uncoated  scored  tablets  in  packs  of  500 
(£5.20  trade).  Glaxo  Pharmaceuticals  Ltd, 
891  Greenford  Road,  Greenford,  Middx. 

Colour  change  for 
Rocaltrol  capsules 

The  colour  of  Rocaltrol  capsules  0.25mg 
has  been  changed  from  light-orange  to 
red/white  because  of  removal  of  azo- 
dyes.  The  0.5mg  will  change  from  dark- 
orange  to  red  at  a  later  date.  Both  are  soft 
gelatin  capsules.  Roche  Products  Ltd,  PO 
Box  8,  Welwyn  Garden  City,  Herts. 

Biotrol  supplies 

Marketing  of  the  Biotrol  (originally 
Roussel)  range  of  stoma  products  has 
been  taken  over  by  Clinimed.  Original 
agents  Roussel  decided  they  were  unable 
to  handle  the  range  following  an 
expansion  of  their  pharmaceutical 
activities  and  marketing  was  taken  over  by 
a  newly  formed  company,  Clinimed. 
Considerable  efforts  are  being  made  to 
promote  the  range  in  hospitals,  says 
marketing  director  David  Buchanan. 
Clinimed  Ltd,  Pilot  Trading  Estate,  West 
Wycombe  Road,  High  Wycombe,  Bucks. 

Aldomet  suspension 

Merck  Sharp  &  Dohme  are  introducing 
Aldomet  oral  suspension  from  November 
1 .  Each  5ml  of  the  fruit  flavoured 
suspension  contains  250mg  methyldopa 
(200ml,  £3.60  trade).  Merck  Sharp  & 
Dohme  Ltd,  Hertford  Road,  Hoddesdon, 
Herts  EN  1 1  9BU. 


Flu  vaccines 


Stocks  of  Fluvirin  flu  vaccine  are  now 
available,  say  manufacturers  Duncan, 
Flockhart.  Purified  surface  antigen 
vaccine  is  specifically  recommended  for 
children,  and  is  also  appropriate  for 
adults,  and  the  company  says  theirs  is  the 
only  one  marketed  in  Britain. 

Fluvirin  provides  protection  against 
A/Bangkok/l/79(H3N2),  A/Brazil/ 
11/78(HN),  and  B/Singapore/222/79 
strains.  Trade  price  is  0.5ml  disposable 
syringe,  £2.60;  5ml  vial,  £24.80.  Duncan 
Flockhart  &  Co  Ltd,  Greenford,  Middx. 
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COUNTERPOINTS 


Women's  Press  advertising 
—  new  C&D  service 


The  following  column  will  feature  each 
month  in  C&D  with  a  similar  format  to 
that  of  "On  TV  next  week."  Based  on 
women's  magazines  published  by  IPC  it 
will  list  the  toiletries  and  cosmetics  to  be 
advertised  in  forthcoming  issues. 

The  magazines  used  as  a  basis  have 
been  divided  into  three  categories  — 
weeklies,  monthlies  and  magazines  aimed 
at  the  younger  end  of  the  market.  The 
monthly  magazines  covered  in  this  first 
column  are  the  December  issues  which 
will  be  available  mid-November. 

IPC  campaign 

Earlier  this  year  {C&D,  June  12,  pl065) 
IPC  ran  a  campaign  to  show  that 
women's  magazines  were  grossly  under- 


Albion  Simple  range:  W 

Elizabeth  Arden:  M 

Ashe  ranges:  W 

BCP  Nylax:  W 

Babyliss  haircare:  M,Y 

Beechams  Badedas:  M 

Germaloids:  W 

Supersoap:  W,M 

Vykmin:  W 

Yeastvite:  W 

Biovital:  W 

Booker  Health:  M 

Bristol-Myers  Glints:  W,M,Y 

Chanel  no  5  spray:  M 

Chattem  Mudd:  W,Y 

Sun-In:  M 

Chefaro  Endocil:  W,M 

Predictor:  M,Y 

Chesebrough  Cachet:  W,M 

Vaseline  intensive  care:  W,M 

Clinique:  M 

Colgate  Soft  &  Gentle:  W ,  M ,  Y 

Combe  Lady  Grecian:  W 

Lanacane:  W 

DDD  Deep  Down:  Y 

Dentinox:  W 

Christian  Dior:  M 

Dior  Miss  Dior:  M 

Elida  Harmony:  W,M 

Pin-Up:  W 

Sunsilk:  W 

Exlax:  W,Y 

Faberge  Kiku:  M 

Touch  of  Class:  W,M,Y 

Fisons  liquid  tonic:  M 

Anne  French:  M,Y 

Galenco:  M 

Gillette  Contour:  M 

Toni:  W,M 

Givenchy:  M 

Goya  Savlon:  W 

Guerlain:  M 

Health  &  Diet:  M 

Heinz  Slimway:  W,Y 

Houbigant  Les  Fleurs:  M 

Monsieur  Houbigant:  M 

ICC  Bisodol:  W 

Immac:  M 


utilised  by  advertisers.  They  pointed  out 
that  while  £700m  is  spent  on  television 
advertising,  only  £100m  goes  into 
women's  magazines.  This  they  say  is 
despite  research  which  has  shown  that 
three  times  as  many  men  and  women 
found  television  advertising  to  be, 
amongst  other  things,  "silly,"  "juvenile" 
and  "insulting"  and  twice  as  many 
described  it  as  "exaggerated"  and 
"misleading"  compared  to  magazine 
advertising. 

IPC  argue  that  magazine  advertising 
meets  a  need  for  precise  cost-efficient 
targeting  in  a  personal  medium  chosen  by 
the  reader  from  the  large  choice  available 
to  her.  In  the  following  table  W  stands  for 
weeklies,  M  is  monthly  magazines  and  Y 
means  "young"  Press. 


Innecto: 

W 

J&J  children's  hair  conditioner: 

W 

hair  conditioner: 

w 

Stayfree: 

w 

Kalms: 

w 

Kimberly-Clark  Dayfresh: 

W,M 

Kotex: 

W 

Simplicity: 

w 

LRC  Durex: 

w 

Lancome  Drakan: 

M 

Estee  Lauder: 

M 

Lipcote: 

W 

Liquafruita: 

W,M 

Max  Factor  Living  Proof: 

M 

Missoni: 

M 

Nicholas  Labs  Feminax: 

M 

Numark: 

W 

Optrex  digital  thermometer: 

W 

Orlane  Halstan: 

M 

L'Oreal  Belle  Color: 

W 

Parim  Fidgi: 

M 

Phillips  Yeast  iron  tonic: 

W 

Philips  Ladyshave: 

M 

Prince  Matchabelli: 

W 

Mary  Quant: 

M 

Radiol  Biovital: 

W 

Revlon  Charlie: 

M 

Nina  Ricci: 

M 

Richardson-Vicks  Night  of  Ulay: 

W,M 

Rimmel: 

W,M 

Helena  Rubinstein  Armani: 

M 

Lips  &  Nails: 

M 

Yves  St  Laurant: 

M 

Sanatogen  tonic  wine: 

W 

Scholl: 

W 

Shulton  Choc  de  Cardin: 

M 

Cie: 

M 

Madame  de  Carvin: 

M 

Ma  Griffe: 

M 

Nome  de  carvin: 

M 

Sister  Rose: 

W,M,Y 

Smith  &  Nephew  Atrixo: 

M 

Tampax: 

M 

Wella  Colour  Confidence: 

M 

IQ: 

M 

Worth  perfumes: 

M 

Lovmi  disposable 
nappies  go  national 

A  "value-for-money"  all-in-one 
disposable  nappy  is  to  be  launched 
nationally  by  Peaudouce  on  November  1. 
This  follows  a  year-long  test  for  the 
Lovmi  brand  in  Scotland  and  various 
discount  stores.  Retailing  at  £0.99  the 
brand  is  aimed  at  attracting  new  users  on 
price  and  the  company  claims  no  sales 
were  taken  away  from  the  Peaudouce 
brand  itself  during  test. 

Two  sizes  are  available,  a  pack  of  12 
for  babies  under  201b  and  a  pack  of  10  for 
those  over  201bs.  Both  are  available  in 
easy-to-carry  packs.  The  brand  which  will 
be  supported  by  advertising  and 
promotional  activity,  will  be  available 
from  the  Sterling  Health  salesforce  who 
also  handle  Peaudouce.  Peaudouce  (UK) 
Ltd,  Lockfield Ave,  Enfield,  Middx. 

Cold  facts  in  a 
Lemsip  poster 

Reckitt  and  Coleman's  pharmaceutical 
division  have  produced  a  Lemsip  poster, 
intended  for  commercial  rather  than 
domestic  audiences.  Entitled  "The  Cold 
Facts,"  the  poster  could  provide  useful 
information  at  work  and  on  notice  boards 
of  social  or  recreational  organisations. 
The  poster's  treatment  of  the  subject  is  a 
mixture  of  fact  and  light-hearted 
anecdote,  starting  with  the  fact  that  12 
million  working  days  are  lost  each  year 
through  colds  and  flu,  then  describing 
some  "strange  remedies"  such  as  kissing  a 
mule  or  wrapping  a  piece  of  bacon  round 
one's  neck.  Copies  of  the  poster  can  be 
obtained  from:  TJR  Ltd,  27a  Medway 
Street,  London  SW1P2BD. 


OUR  ANCESTORS  RECflffKNWD  THESE  STRANGE  REMEDIES: 
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PHILIPS 


The  NEW 


Philips  Air  Cleaner 

from  DDC 


In  the  USA,  it's  the 
best-selling  air  cleaner 
by  a  mile. 

In  Britain,  it's  already 
proved  itself  to  be  a 
sensational  winner. 

It's  the  remarkable 
Philips  Electric  Air 
Cleaner.  And  now,  you 
can  clean  up  the  UK 
market  — with  BDC. 

A  BRAND 
NEW  ANSWER 
TO  AN  AGE  OLD 
PROBLEM 

Household  smells.  Tobacco, 
pets,  nappies,  cooking  (and 
let's  be  honest,  people). 

At  the  moment,  tne 
housewife  masks  the  smells 
with  sprays,  or  opens  a  window 
(in  summer,  anyway). 

Now,  she  can  come  to  you. 
the  chemist,  for  a  real 
answer.  An  electrically- 
operated  air  cleaner  that 
actually  filters  out  dust,  pollen 
and  odours,  and  circulates 
lemon-fresh,  clean  air  to  the 
room. 

HOW  IT  WORKS. 

Its  secret  lies  in  a  triple  filter 
—  containing  a  combination  of 
odour-absorbing  crystals  and 
an  electrostatic  dust/ pollen 
filter  and  scent  impregnated 
filter. 

Air  in  the  room  is  drawn  in  via 
an  electric  fan,  passed  through 
the  filter  where  the  pollutants 
are  trapped,  and  then 
recirculated  fresh  and  clean 
through  the  top. 

The  filter  lasts  for  up  to  3 
months,  and  is  easy  for  the 
consumer  to  replace. 

In  around  30  minutes,  the 
Philips  unit  can  clean  the  air  in 
a  large  room.  Its  compact, 
unobtrusive  design  and  quiet 
operation  make  it  ideal  for  use 
anywhere  in  the  home  or 
office. 


special  odour- 
absorbing  granules 

citrus  or  neutral 
electrostatic  filter 
traps  pollen  and  dust 
particles 

bottom  cover 


THE  MARKET 
IS  AS  BIG 
AS THE  UK 

The  Philips  Air  Cleaner  is  a 
very  hot  property  indeed.  Early 
sales  have  smashed  all  targets 
—  and  Philips  now  predict 
1 00,000  will  be  sold  this  year. 

At  BDC,  we  think  that's  a 
conservative  figure  — 
because  every  home  and 
office  in  Britain  could  use  one. 

For  you,  it's  an  opportunity 
you  can't  pass  by. 

It  s  an  ideal  product  to  sell 
alongside  your  existing  lines. 
lt's,proved  to  be  a  very  fast 
mover.  And  at  BDC's 
sensational  low  price  of  £8.98, 
excluding  VAT,  you're  in  a 
situation  where  you  can  clean 
up. 

This  autumn,  Philips  are 
launching  a  massive 
advertising  campaign  to  create 
the  demand.  So  now  is  the  time 
to  stock  up. 

Send  the  coupon  for  more 
details,  and  your  copy  of  the 
BDC  Times.  It's  packed  with 
hundreds  of  offers,  ideal  for 
chemists  to  retail.  All  at  BDC's 
special  prices.  And  all  with 
delivery  in  24  hours,  in  a  30- 
mile  radius  of  London. 

BDC.  SPECIALIST 
DISTRIBUTORS 

OF  ELECTRICAL 
PRODUCTS  TO 
THE  CHEMIST 

Philips  Braun  Carmen  Casio  Dreamland 
Monogram  Duracell  Micromark . 
Morphy  Richards  .  Moulinex  .  Pifco  Tefal 
Texas  Instruments 


polluted  air  sucked  in 


To:  Dept  RT1 ,  British  Distributing  Company,  BDC  house, 
590  Green  Lanes,  London  N8  0RA 

Send  me  a  FREE  copy  of  the  BDC  Times,  and  an  account  application  form 

Name  

Name  of  Store  


Address. 


THE  ELECTRICAL 
WHOLESALER 


-CD  30/ 10/82 


Tel.  No. 
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Results  in  one  hour 
with  Discover  2 


Johnson  and  Johnson  have  produced  a 
new  consumer  leaflet  for  KY  Jelly  to  slot 
into  the  standard  display  cartons.  The 
company  points  out  that  only  24  per  cent 
of  outlets  offer  KY  Jelly  for  self  selection 
when  research  shows  that  by  doing  so 
sales  may  increase  by  50  per  cent 


Discover  2  pregnancy  test  now  offers  a 
result  in  only  one  hour,  as  early  as  one  day 
after  a  missed  period. 

The  pack  (£5.50)  contains  two 
identical  tests  to  allow  the  result  to  be 
double  checked.  If  the  first  result  is 
negative,  the  second  test  should  be  used 
five  days  later. 

Discover  2  uses  highly  specific  beta- 
reagents  which  identify  the  beta  subunit 


Polaroid  Xmas  rebate 


The  Polaroid  £3  Christmas  rebate 
promotion  for  dealers  starts  on  November 
1 .  The  £3  cash-back  being  offered  on  all 
SX-70  type  cameras  (not  600  Sun 
cameras)  will  bring  the  final  cost  of  the 
Button  to  its  lowest  level  ever  price  for 
Christmas  they  say.  Polaroid  (UK)  Ltd, 
Ashley  Road,  St  Albans,  Herts  AL15PR. 

Sessu  supplies 


Sessu  natural  hair  remover  in  200g  tubes 
(£3.99)  is  now  available  from  Jica  Beauty 
Products  Ltd,  258  Station  Road, 
Addlestone,  Surrey. 

Lipsmackers  aimed 
at  the  young  market 

Eylure  are  introducing  Bonne  Bell  Lip- 
smackers available  in  four  flavours  — 
peppermint,  cherry,  strawberry  and  wild 
raspberry  (£0.49). 

The  launch  will  be  supported  by  an 
Autumn  advertising  campaign  in  young 
magazines  including  Jackie,  Blue  Jeans, 
Patches,  My  Guy,  Oh  Boy  and  the 
November  and  December  issues  of  Look 
Now,  The  November  6  issue  of  Blue  Jeans 
(on  sale  October  30)  will  feature  a 
sampling  operation  of  280,000  compacts 
each  containing  the  wild  raspberry 
flavour.  Eyelure  Ltd,  Grange  Industrial 
Estate,  Ltanfrechfa  Way,  Cwmbran, 
Gwent. 


Weighing  it  all  up 


Krups  are  launching  three  weighing  scales 
all  square  in  shape  with  dials  calibrated  in 
lib  divisions  up  to  20  stones  and  500gm 
divisions  up  to  130kg.  Each  weighing  scale 
has  a  zeroing  thumb  wheel. 

The  Sanidata  (model  No  890)  is 
finished  in  brown  baked  enamel  with  a 
non-slip  footmat  in  beige,  yellow  or  green 


of  human  chorionic  gonadotrophin.  The 
level  of  sensitivity  is  200  iu  per  litre 
compared  with  previous  sensitivities  of 
other  home  pregnancy  tests  to  between 
500  and  1 ,000  iu  HCG  per  litre.  The 
product  is  said  to  offer  98.3  per  cent 
reliability  if  used  according  to  insructions. 
Carter  Wallace  Ltd,  Wear  Bay  Road, 
Folkestone,  Kent. 


(trade  price  £5).  The  Softdata  (model  No 
891)  has  a  leather  grain  pvc  upholstery 
over  a  foam  cushion  again  in  beige,  brown 
or  green  (trade  £6.67)  and  the 
Comfortdata,  the  top  model  (No  893),  has 
a  white  enamel  body  with  an  inlaid  carpet 
in  blue,  green,  brown  or  beige  (trade 
£7.46).  The  scales  come  in  boxes  with 
transparent  openings  to  help  the  customer 
with  self-selection.  Details  are  also  printed 
on  the  end  of  the  box  to  be  clearly  visible 
when  stacked.  Krups  (UK)  Ltd,  West 
Thurrock,  Grays,  Essex. 


Henna  size  change 


Henna  Hair  Health  have  replaced  the 
105ml  size  Henna  gloss  shampoo  range 
with  a  200ml  size.  A  launch  bonus  of  13  to 
the  dozen,  and  14  as  12  for  orders  of  over 
12  dozen  of  each  variant  is  available  until 
the  end  of  November.  Henna  Hair  Health 
Ltd,  Classic  House,  174-180  Old  Street, 
London  EC1. 


Sesame  snacks — radio 
campaign  begins 

The  radio  advertising  campaign  for  Only 
Natural  sesame  snacks  is  currently 
running  on  Capital  and  LBC.  The 
manufacturers,  Nutrition  House  Ltd,  won 
£100,000  worth  of  free  air  time  in  a 
competition  organised  by  the  Association 
of  Indepedent  Radio  Contractors  (C&D, 
May  29,  p990).  The  campaign  uses  five 
commercials  on  a  humerous  theme  and  is 
to  extend  to  the  ILR  network  at  a  later 
date.  Distributors:  Ernest  Jackson  &  Co 
Ltd,  Crediton,  Devon. 


Bowater-Scott  have  allocated  £100,000  for  women's  Press  advertising  of  Minima  in 
November  and  December.  This  is  one  of  the  two  advertisements  that  will  appear 
emphasising  the  cosmetic  appeal  of  both  the  product  and  packaging.  Bowater-Scott 
Corporation  Ltd,  East  Grinstead,  West  Sussex  RH19  1 VR 
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Nasal  spray  to  stop 
those  snores 

With  snoring  a  problem  for  some  30  per 
cent  or  more  adults,  Dendron  are 
launching  Sonarex,  a  nasal  spray  to  help 
alleviate  the  problem. 

Sonarex  (£1 .75)  is  described  as  a 
simple  innocuous  liquid  which  prevents 
the  nasal  passages  from  drying  for  a 
period  of  up  to  8  hours  (spraying  each 
nostril  just  prior  to  going  to  sleep).  It  is 
not  a  drug  and  acts  purely  by  maintaining 
the  moisture  level  of  the  nasal  mucosa. 

Available  in  a  plastic  squeeze  bottle 
fitted  with  a  spray  plug  and  packed  in  a 
carton  Sonarex  comes  in  a  display  outer 
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of  12.  Normal  trade  discounts  and  terms 
are  available.  Dendron  Ltd,  94 
Rickmansworth  Road,  Watford,  Herts. 


Bath  treatment  trio 
by  Good  Nature 

Good  Nature  have  introduced  a  range  of 
bath  beauty  treatments.  The  Good  Nature 
bath  system  consists  of  three  products 
which  contain  "pure  essential  plant  oils, 
rosewater  and  glycerine"  blended  with 
"natural  oats",  says  the  company. 

All  three  are  available  in  two 
fragrances.  Oatmilk  conditioner  bath 
(£4.90)  is  described  as  a  foaming  milk 
bath,  the  cleansing  foam  (£3.95)  is  pH 
balanced  and  the  body  balm  (£4.90)  is  a 
skin  conditioning  lotion. 

The  packaging  has  been  kept  simple 
and  elegant,  say  Good  Nature,  and  the 
square  250ml  white  plastic  bottles  with 
foil  labels  are  colour  coded  according  to 
fragrance.  The  cleansing  foam  has  a 
plunge  top  dispenser. 

Leaflets  are  available  from  the  point- 
of-sale  display  which  incorporates  tester 
scent  bottles.  The  Good  Nature  bath 
system  is  also  available  in  gift  boxes. 
Good  Nature,  42  High  Street,  Bidford-on- 
Avon,  Warwickshire B504A A. 


An  oatmilk  conditioner  bath,  cleansing 
foam  and  body  balm  make  up  the  Good 
Nature  bath  treatments 


Addis  additions 

Addis  are  adding  a  honey  and  oatmeal 
bathfoam  (300ml,  £0.90  and  500ml, 
£1 .32)  and  a  mild  and  gentle  shampoo 
(340ml,  £0.77)  to  the  Just  Natural  range. 
Addis  Ltd,  Ware  Road,  Hertford. 


S&N  surgical  tape 
in  three  widths 

Smith  and  Nephew  have  introduced  a  new 
surgical  tape,  Hypal  2,  a  high  quality  low 
allergy  tape  designed  to  adhere  well. 
Hypal  2  conforms  with  Drug  Tariff 
specifications  for  permeable  non-woven 
surgical  synthetic  adhesive  tape. 

S&N  say  it  is  attractively  packed  to 
encourage  OTC  sales.  It  has  a  non-woven 
plastic  net  backing  which  is  slightly 
extensible.  Hypal  2  is  packed,  in  5m  rolls, 
in  widths  of  1.25cm  (£0.45),  2.5cm  (£0.70) 
and  5cm  (£1 .26).  T.J.  Smith  &  Nephew, 
101  Hessle  Road,  Hull  HU3  2BN. 


Lancome  look  after 
the  nails  and  hands 

Lancome  are  introducing  a  new  nail 
enamel  range,  Laques  Satin,  comprising 
16  shades  which,  they  say,  overcome 
previous  manicure  difficulties  being  quick 
drying,  hard  wearing  and  chip  resistant. 
The  initial  shade  range  will  be 
supplemented  seasonally  with  appropriate 
fashion  shades  to  complement  the  Spring 
and  Autumn  make-up  collections.  The 
Laques  Satin  manicure  should  take  15 
minutes  and  last  "a  hectic  working 
week."  A  tester  bar  holding  each  colour 
will  be  available  for  POS. 

The  nail  enamels  come  in  elegant  glass 
bottles  with  a  wide  gold  band  separating 
the  burgundy  cap  from  the  colour  of  the 
product  (£3.75).  The  collection  will  be 
available  from  November. 

Available  from  December  will  be 
Nutrix  Matins,  a  hand  and  cuticle 
treatment  which  contains  a  UV  filter.  A 
non-greasy  cream  which  protects  hands 
from  dryness,  chapping  and  rough  skin, 
Nutrix  Mains  is  available  in  a  75ml  sealed 
tube  (£4.65).  Parim  Ltd,  14  Grosvenor 
Street,  London  W1X0AQ. 
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Rennie  indigestion  tablets: 
Robinson's  baby  foods: 
Sanatogen  multivitamins: 
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UNICHEM  CONVENTION 


'Improve  lung  function' 
—  don't  just  control  it 

Unichem's  Cyprus  Convention  attracted  over  200 
participants  who  heard  nine  papers  on  a  variety  of 
topics  as  well  as  attending  workshop  sessions.  A  call  for 
wider  use  of  peak  flow  meters  to  gauge  an  asthmatic's 
condition  —  in  a  surgery,  pharmacy  or  the  patient's 
home  —  was  made  by  Barrie  Atkinson,  general  sales 
manager  of  Fisons  pic,  pharmaceutical  division. 
Improving  lung  function,  rather  than  just  controlling  it, 
should  be  the  aim  of  all  members  of  a  support  team,  and 
that  included  pharmacists. 


The  market  for  asthma  medicines  has 
grown  steadily  in  volume  and  dramatically 
in  value  over  the  past  decade.  This  is 
because  diagnosis  of  the  condition  has 
improved,  new  treatments  launched  and 
less  effective  drugs  replaced.  By  the  late 
1980s,  Mr  Atkinson  says  the  number  of 
prescriptions  made  out  for  asthma  drugs 
is  likely  to  be  for  over  10  million  items. 

The  average  doctor,  however,  sees  few 
asthmatics.  He  may  have  between  20  and 
40  patients  out  of  a  panel  of  3,000.  Of  the 
Vi  -  lm  identified  asthmatics,  an 
unquantified  number  grow  out  of  the 
disease  at  puberty.  From  the  late  "teens" 
onwards,  "late  onset"  asthma  can  occur 
at  almost  any  age.  Differential  diagnosis, 
in  particular  with  chronic  bronchitis, 
becomes  more  difficult  in  the  older 
groups.  "Above  55  years  the  figures  are 
likely  to  be  understated,"  Mr  Atkinson 
claimed. 

He  said  the  surprising  thing  was  that 
the  death  rate  from  asthma  had  not  been 
influenced  by  significant  increases  in 
consultations  (5  per  cent  per  annum)  with 
four  main  classes  of  drugs  —  Intal, 
inhaled  bronchodilators,  inhaled  steroids, 


and  slow  release  theophyllines  — 
accounting  for  80  per  cent  of  prescriptioni 
costs. 

The  increase  in  the  death  rate  from 
asthma  (1,100  in  1960  and  1,509  in  1981) 
could  simply  be  due  to  better  diagnosis. 
"The  point  I  make  is  that  there  is  a 
general  assumption  that  life  for  the 
asthmatic  is  improving  and  yet  the  basic 
mortality  figures  do  not  provide  support 
for  that  assumption,"  he  said.  "Certainly 
asthma  is  a  disease  which  is  characterised 
by  waking  in  the  night,  often  very 
regularly,  distress  to  family,  a  feeling  of 
helplessness,  an  urgent  use  of  drugs,  and 
as  always  a  reluctance  to  call  the  doctor. 

"In  the  morning  the  patient  is  much 
better,  apparently  normal  and  yet  will 
have  problem  colds,  a  bad  chest,  time  off 
school  or  work,  an  occasional  hospital 
admission,  difficulty  with  exercise  and 
above  all  a  continuing  worry  that  all  is  not 
well. 

"Patients  who  remember  the  times 
before  the  modern  drugs  were  available 
speak  highly  of  the  new  benefits  brought 
to  them.  Parents  of  children  who  know 
nothing  of  this  history,  only  the 


Attentive  delegates  at  one  of  the  sessions 


Barrie  A  tkinson 

continuing  symptoms  of  their  children, 
night  after  night,  speak  very  bitterly  about 
the  frustrations  and  helplessness,"  he 
said. 

Peak  expiratory  flow 

Mr  Atkinson  believes  the  use  of  regular, 
frequent  peak  expiratory  flow  (PEF) 
readings  is  probably  the  only  easy  way  for 
the  patient  and  general  practitioner  to 
obtain  objective  measurements  of  the 
asthamatic's  conditons.  PEF  is  measured 
in  litres  per  minute.  In  an  asthmatic  it  is 
likely  to  be  300  compared  with  500  in  a 
healthy  person  and  have  a  wide  diurnal 
variation  and  a  low  mean.  Home  readings 
by  an  asthmatic,  if  properly  analysed 
graphically,  can  point  to  a  rapidly 
worsening  condition  that  otherwise  could 
go  unnoticed  until  onset.  He  believes  an 
everyday  measurement  is  needed  to  tell 
the  patient  he  is  well  and  to  quantify 
improvement  over  a  period  (PEF  meter) 
as  well  as  drugs  and  support  therapy  to 
bring  about  an  improvement. 

"Peak  flow  readings  should  become  as 
accepted  as  blood  pressure  readings  in 
hypertensive  patients  and  blood  sugar  for 
diabetics,"  said  Mr  Atkinson.  "Every 
surgery,  every  home  nurse,  every 
pharmacy  should  have  a  peak  flow  meter, 
plus  the  ideal  and  understanding  of 
discussing  and  helping  to  monitor  the 
patient." 

Doctors  and  patients  should  separate 
the  need  to  control  immediate  breathing 
difficulties  from  the  specific  objective  of 
improving  function.  There  were 
appropriate  drugs  to  do  either,  he  said, 
and  they  are  the  key  to  successful  control. 

The  group  picture  on  p798  shows  (left  to 
right)  Mr  Peter  Dodd,  managing  director, 
Unichem,  his  wife  Eileen,  Mr  Eftichios 
Kkolos,  director  of  pharmaceutical  services 
for  the  Cyprus  Ministry  of  Health,  Mrs 
Anne  Sampson,  and  husband,  Norman, 
chairman  Unichem,  at  a  cocktail  party. 
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Workshop  session 


Mr  Ray  Monaghan,  finance  director  of 
Unichem,  ran  a  number  of  workshop 
sessions  on  the  subject  of  financial  control 
and  profitability  in  retail  pharmacy. 

These  took  the  form  of  a  complete 
analysis  of  a  profit  and  loss  and  balance 
sheet  of  a  typical  community  pharmacy. 
During  the  sessions  the  sales  breakdown 
was  analysed  under  the  headings  of: 
NHS,  OTC,  cosmetics  and  photographic. 

The  methods  of  maximising  stock 
turns  within  each  category  together  with 
expected  stockturn  and  gross  profits 
provoked  lively  disscussion. 

'Overheads'  analysis 

Overheads  were  analysed  and  it  was 
shown  how,  by  minor  and  simple 
controls,  the  profit  could  have  been 
improved  by  37  per  cent.  The  techniques 
to  be  used  were  then  explained  under  six 
headings. 

1.  Ways  to  increase  gross  profits  through 
buying,  stock  control  and  cash 
settlements. 

2.  "Overhead  bugeting  control,"  —  with 
a  simple  method  of  review  and  the  degree 
and  frequency  of  use. 

3.  Stock  turns  and  credit  taken. 

4.  Simplified  cash  flow  forecasts  —  the 
nine  principle  factors  in  improving  cash 
flow  together  with  advice  and  how  and 
when  to  use  them. 


5.  Simple  and  useful  management 
accounts. 

6.  Specific  variations  for  groups  of 
pharmacies  of  varying  sizes,  with 
additional  ideas  for  managers'  incentives 
and  branch  accounting. 

The  general  feeling  about  the  sessions 
was  summed  up  by  Mr  Tony  Gardner, 
Burton-on-Trent,  who  said:  "It  was  a 
terrifically  worth  while  session  and  very 
refreshing  to  have  made  so  simple 
something  which  I  have  always  considered 
a  difficult  subject." 


Northfleet's  ten 
'golden  rules' 

Mr  Geoff  Hilton,  marketing  manager, 
Northfleet  Group,  spelt  out  to  delegates 
the  ten  "golden  rules"  his  company 
believes  must  be  observed  to  make  sales 
space  pay  in  a  retail  business. 

Mr  Hilton  said  the  business  of  laying 
out  a  shop  was  still  a  long  way  from 
becoming  a  specialised  science.  "It  will 
probably  never  reach  that  stage  .  .  .  Even 
acknowledged  experts  in  your  field  of 
retailing  like  Boots  differ  quite  radically  in 
their  thinking  and  approach  towards  store 
layout  compared  with  other  operators  like 
Underwoods,  for  example.  The  layout 
and  general  appearance  of  each  store  will 
strike  you  as  being  very  different. 
However,  in  spite  of  the  absence  of  an  all- 


embracing  blueprint  on  the  subject,  there 
are  a  number  of  general  principles  which 
can  be  followed,  which  in  fact,  some  of 
you  may  already  be  aware  of,"  said  Mr 
Hilton. 

He  then  set  out  the  ten  golden  rules 
which  have  proved  to  be  beneficial  in 
introducing  a  logic  into  shop  layout  (see 
C&D,  November  21 ,  p974  for 
Northfleet's  ten  golden  rules). 

However,  before  approaching  any 
planning  of  display  areas  within  the  shop, 
Mr  Hilton  said,  the  external  presentation 
should  be  considered  first.  "Take  a  few 
photographs  of  the  outside  of  the  shop 
from  nearby  and  from  down  the  road. 
When  you  sit  down  to  look  at  these 
photographs  you  will  see  aspects  that  can 
be  improved." 

Window  displays  are  important  but 
should  not  be  cluttered  and  allow  a  view 
into  the  shop  interior.  "Nothing-at-all  can 
be  the  most  effective  form  of  window 
display,"  concluded  Mr  Hilton. 


mm. 


Geoffrey  Hilton 


THE  LOW  COST  OF  THE  TREWAX  WHIRLWIND  NOW 
BRINGS  A  HARD  FLOOR  SCRUBBER/DRIER/POLISHER 
WITHIN  REACH  OF  EVEN  THE  SMALLEST  BUSINESS. 


Are  you  one  of  the  many  companies 
trying  to  find  ways  of  reducing  ever- 
increasing  overheads?  Are,  for  example, 
your  cleaning  costs  getting  out  of  hand? 
The  new  Whirlwind  will  not  only 
substantially  reduce  the  cleaning  costs  of 
your  premises,  but  it  is  also  the  only 
machine  in  its  class  that  enables  you  to 
handle  a  whole  range  of  floor  cleaning 
tasks  from  scrubbing  to  drying  to 
polishing. 

How  does  it  work  ? 

The  Whirlwind  is  for  use  on  any  swept 
smooth  floor  and  dispenses  cleaning  fluid 
direct  to  the  brushes. 

Scrubbing,  vacuuming  and  drying 
takes  place  in  one  sweep  of  the 
machine. 

A  selection  of  brushes  allows  you  to 
cope  with  anything  from  quarry  tiles  or 
uneven  floors  to  simple  scarifying. 
Change  to  light  pads  and  the  machine 
spray  buffs  or  polishes  to  perfection 
dispensing  a  water/polish  mixture  from 
its  tank,  or  finishing  polish  applied  by  other 
means. 
Versatile 

The  Whirlwind  has  a  track  of  only 
32cms  which  makes  it  ideal  for  cleaning 
around  furniture,  into  narrow  aisles  or 


operating  theatres. 

Disinfectant  can  be  dispensed  with 
the  cleaning  fluid  for  efficient  sterilisation. 

And  because  the  Whirlwind  is  such  a 
lightweight  it  can  be  operated  with  ease 
by  almost  any  of  your  personnel. 
Find  out  more  about  the  most 
competitively  priced  scrubber/drier/ 
polisher/on  the  market  today. 
Post  coupon  now  for  details. 

Whirlwind 

Trewax  Manufacturing  Limited, 

Unit  1 1 ,  Cradock  Road,  Luton  LU4  OJF. 


Coupon  to  Trewax  Manufacturing  Limited, 
Unit  1 1 ,  Cradock  Road,  Luton  LU4  OJF. 

Name  

Address  


Postcode  

Type  of  Business 


Tel.  No.  cd? 
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Both  Right  Guard  and  Sure  had  better 
watch  out.  Stockists  of  Body  Mist  have  more 
than  doubled  their  rate  of  sale  since  we 
relaunched  early  this  year. 

With  a  new  improved 
formulation,  new  packaging 
and  the  "Don't  Stand  So  Close 
To  Me"  national  TV 
advertising,  we've 
become  joint  brand 
leader  in  the 
aerosol  sector! 

Which  is  great 
for  us.  And  for  you. 

But  to  our 
competition,  its  a 
not-so-sweet  smell 

Of  SULCCSSS  ^oTc       jsp^;  f  Keeps  you  realty  c  y 

"  W  ^  ^  ^  ^ 0  ANTI-PERSPIRANT  DEODC  SANT 


UNICHEM  CONVENTION 


'Make  your  bank  manager 
an  ally' 

Getting  the  best  from  your  bank  in  future  is  likely  to  be 
easier  as  their  managers  and  staff  adopt  "active"  rather 
than  "passive"  roles.  But  in  order  for  the  banker  to 
offer  his  customer  friendship  and  support,  act  as  a 
confident  and  give  advice,  he  also  has  to  feel  welcome. 


The  regional  marketing  manager  for  the 
National  Westminster  Bank,  Mr  Richard 
Archer,  said  he  had  a  nasty  feeling  that 
many  customers  felt  visiting  their  bank 
manager  was  a  little  like  going  to  the 
dentist.  "They  suspect  the  visit  will 
ultimately  do  them  some  good  but  is 
probably  going  to  be  painful."  If  banks 
had  been  slow  to  alter  this  image  in  the 
past  they  were  now  very  conscious  of  this 
and  intended  to  change  it.  His  own 
message  for  delegates  was:  "Make  your 
bank  manager  an  ally." 

Speaking  of  recent  discussion  and 
Press  coverage  of  an  apparent  lack  of 
bank  appreciation  for  the  needs  of  the 
small  business  sector,  he  said  banks  for 
two  and  a  half  centuries  had  recognised 
the  old  adage:  "Tall  oaks  from  little 
acorns  grow." 

Mr  Archer  expanded  on  some  bank 
services  for  the  small  business  sector, 
stressing  that,  even  in  times  of  real 
economic  growth,  it  is  never  easy  to  build 
up  capital  in  advance  of  the  need  to  invest 
in  new  assets  in  a  business.  ".  .  .  Banks 
have  recognised  that  it  often  makes  sense 
to  acquire  an  asset  which  will  contribute 
to  the  future  earning  power  of  the 
business  and  pay  for  it  out  of  the  profit 
element." 

The  overdraft  is  the  commonest  form 
for  such  finance,  combining  flexibility 


with  low  cost.  However,  there  are 
advantages  in  matching  the  repayment  of 
the  money  borrowed  to  the  working  life  of 
the  asset  concerned.  National 
Westminster's  business  development  loan 
(BDL)  did  this  —  sums  of  up  to  £250,000 
are  available  over  terms  ranging  from  the 
very  short  to  20  years.  Interest  rates  are 
fixed  for  the  duration  of  the  loan  and 
repayment  made  monthly  (generally)  to 
include  capital  and  interest.  Mr  Archer 
said  experience  had  showed  people  were 
prepared  to  trade  off  the  committment  of 
the  bank  to  the  business  against  the 
knowledge  that  the  scheme  "may  not 
always  be  the  cheapest  rate  available." 

Flexibility  the  key 

Medium  term  loans  are  also  available  at 
rates  of  interest  which  vary  over  the 
period.  The  cost  also  varies  with  terms, 
availability  and  security  offered.  At  the 
top  of  the  tree  limited  companies  could 
sell  shares  to  the  public  but:  "A  flexible 
response  to  individual  requirements  is  the 
keynote."  Specialist  colleagues  were 
always  at  hand  to  supplement  the 
accumulated  knowledge  of  the  branch 
manager. 

National  Westminster  offer  a  variety 
of  services  —  competitive  quotations  on 
leasing,  a  range  of  accountancy  services 
through  a  computer  bureau  subsidiary 


and  various  digests  and  reviews. 
Nevertheless,  Mr  Archer  said  the  principal 
source  of  innovation  stems  from  the 
"promptings"  of  custdmers  and  would-be 
customers. 

He  then  turned  to  personal  finance 
and  talked  of  the  recent  entry  of  banks 
into  the  mortgage  market  and  of  personal 
loans  for  capital  items.  Listing  various 
saving  schemes,  including  unit  trusts  and 
management  investment  services,  he  said 
banks  would  continue  to  look  for  new 
gaps  in  the  savings  spectrum. 

Future  trends  would  include  more 
people  being  paid  monthly  directly  into 
their  bank,  with  perhaps  everyone  in  the 
UK  having  a  bank  account  by  the  turn  of 
the  century. 


'Identify  your 
objectives'  in 
tax  planning 

The  overiding  theme  of  a  paper  by  Mr 
Robert  Bennett,  "Tax  and  Business  —  a 
light-hearted  look,"  was  forward 
planning.  First  identify  your  business 
objectives,  however  small  or  grandiose, 
and  then  invite  (or  insist)  on  your 
accountant  helping  you  to  meet  them. 

Tax  and  company  laws  are  too 
complex  as  a  result  of  repeated  changes  in 
legislation,  said  Mr  Bennett.  He  called  for 
a  radical  simplification  of  many,  if  not  all, 
of  them.  Employment  law,  particularly, 
had  discouraged  many  from  entering 
business.  However,  accountants  could,  on 
occasions,  bring  in  a  specialist. 

Mr  Bennett  then  reviewed  tax 
incentives.  He  reminded  delegates  to 
claim  100  per  cent  against  profits  on  new 
capital  equipment  and  that  stock  relief 
was  more  realistically  assessed  these  days. 
Personal  loans  were  to  be  avoided  and 
placed  with  the  company  if  possible  —  the 
interest  then  becomes  a  business  expense. 

Tax  planning  areas  included  the 
proper  payment  of  a  wife  involved  in  the 
business  and  could  extend  to  the 
employment  of  children.  A  wife  earning 
up  to  £1 ,533  pays  neither  a  National 
Insurance  Contribution  or  income  tax 
(limit  £1,565). 

Although  a  child  under  18  might  earn 
sufficient  to  affect  a  subsequent  grant  to 
University  or  College  when  they  become 
18,  parents  (or  indeed  grandparents)  can 
make  covenant  payments  to  them.  The 
elder  is  able  to  deduct  tax  from  his 
payment  to  the  child,  while  the  child  can 
recover  that  amount  from  the  Inland 
Revenue. 

He  said  the  choice  of  whether  to  trade 
as  an  individual  or  as  a  limited  liability 
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company  was  complex  but  unless  earnings 
were  £30,000  per  annum  (taxable),  no 
income  tax  would  be  saved  by  becoming  a 
company.  Mr  Bennett  also  suggested: 
"It's  no  good  having  limited  liability  if 
you  then  give  personal  guarantees  —  for 
say  the  lease  —  and  put  the  deeds  of  your 
private  house  into  the  bank  to  secure  an 
overdraft." 

Share  re-purchase 

New  legislation  is  now  available  enabling 
a  company  to  purchase  their  own  shares. 
It  is  only  likely  to  be  of  use,  Mr  Bennett 
said,  if  one  of  three  problems  arises,  and 
then  utilised  only  if  it  is  "to  the  benefit  of 
the  trade" :- 

1.  Where  a  company  needs  to  "unlock"  a 
serious  management  problem  (eg  it 
purchases  the  shares  of  one  shareholder  / 
director,  to  make  way  for  someone  else). 

2.  Where  a  shareholder  wants  to  retire, 
but  no-one  can  be  found  to  buy  his  shares. 

3.  On  death.  Funds  raised  in  this  way  can 
pay  Capital  Transfer  Tax  on  such  shares. 

The  ability  to  re-purchase  shares  may, 
however,  open  the  door  in  future  for  a 
company  to  obtain  share  capital  finance 
on  the  basis  that  it  may  be  repayable  in 
(say)  5  or  10  years:  "At  present  you  can't 
repay  ordinary  share  capital,"  he  said. 

From  April  1983  a  director  or  higher 
paid  employee  (eg  earning  over  £8,500) 
will  be  assessed  for  tax  on  his  car  "perk" 
as  in  the  past,  and  also  taxed  on  the 
benefit  of  having  any  petrol  for  personal 


use.  However,  in  many  cases  it  may  be 
advantageous  to  allow  private  fuel,  on  the 
basis  that  the  extra  tax  payable  is  a  lot 
lower  that  the  actual  cost  that  the 
employee  would  otherwise  incur. 

"For  those  in  business  on  their  own  or 
as  partners,  private  motoring  is  still 
adjusted  on  annual  accounts  for  tax 
purposes,  according  to  the  percentage  of 
private  use,"  said  Mr  Bennett. 

When  it  comes  to  passing  on  the 
family  business  or  company,  several  ways 
presented  themselves.  Using  Capital  Gains 
Tax  to  gain  exemption,  for  example.  A 
business  purchased  10  years  ago  for 
£30,000  is  now  worth  £130,000.  Given  to  a 
son  the  "gain"  is  £100,000  but  if  the 
parent  is  over  65,  the  first  £50,000  is 
exempt  as  is  £5,000  for  the  current  year, 
leaving  a  gain  of  only  £45,000  for  tax 
purposes.  The  tax  on  this  can  then  be 
"held  over"  so  no  tax  is  payable,  he  said. 
Capital  can  also  be  transferred  to  the 
children  at  a  rate  of  £3,000  per  annum  by 
both  parents  without  attracting  tax. 

The  importance  of  making  a  will  was 
stressed  by  Mr  Bennett.  "Even  a  simple 
will  for  a  husband  and  wife  with  modest 
estates  can  save  for  example,  £15,000  on  a 
total  of  £100,000.  The  savings  are  bigger 
as  the  value  gets  higher." 

Mr  Bennett  saw  a  team  of  banker, 
broker,  accountant  and  solicitor  pulling 
against  the  taxman.  He  invited  an  extra 
person  to  join  the  struggle  —  the 
pharmacist. 


An  end  to  the 
prescription  form? 

Delegates  to  the  convention  were  asked  to 
consider  the  possibility  of  information 
transfer  technology  cutting  out  the 
prescription  form,  by  David  Reid,  sales 
development  manager  of  ITT. 

The  delay  in  a  prescription  being  made 
up  after  presentation  from  the  patient  to 
the  pharmacist  could  be  avoided  if  the 
doctor  were  able  to  call  up  an  access 
module  in  the  pharmacy.  The  module 
would  be  connected  to  a  micro  computer, 
used  for  stock  control,  patient  records, 
etc. 

The  doctor  would  then  enter  onto  a 
telephone  key  pad  uncoded  information 
describing  the  prescriptions  and  the 
patient  —  drug  type  code,  quantity, 
dosage,  and  NHS  number.  After  various 
checks  by  the  computer  the  prescription 
could  be  put  up  by  the  pharmacist  to 
await  collection. 

Mr  Reid  believe  that  with  no  single 
body  to  control  or  persuade  people  to  take 
on  new  technology  the  DHSS,  for 
example,  could  take  the  initiative. 
"Pharmacists  and  doctors  have  different 
pressures  and  motivations." 

He  had  earlier  outlined  recent  progress 
in  information  transfer  technology  and 
explained  the  significance  of 
"Information  Technology  Year". 
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Tanners  Lane,  Barkingside,  llford,  Essex.  Telephone:  01-551  1027 


Hair  and  Body  f[  Spray 

Washes  and  brushes  out  easily 

Get  the  Jerome  Russell  Hair  and  Body  Glitter  bug 
6  different  colours  —  red,  blue,  green, 
silver,  gold  and  multi-colour. 
Now  available  in  a  three  dozen  mixed  colour 
point  of  sale  display  unit  including  window  sticker. 
Wholesale  enquiries  welcome. 

If  you  have  difficulty  in  obtaining 
this  most  wonderful  Hair  and  Body  Spray 
contact  Mr.  David  Jerome. 


MAIL  ORDER  FORM 

Please  send  No  Packs  of  3  doz 

mixed  Glitter  sprays  (as  seen  in  advert) 
At  £55.06  (inc.  V.A.T.  Postage  and  Package) 

ADDRESS  


SIGNATURE   

Please  send  cheque  with  order  to:  — 
Jerome  Russell  Cosmetics  Ltd. 
Tanners  Lane,  Barkingside, 
llford,  Essex.  Tel:  01-551  1027. 
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UNICHEM  CONVENTION 

A  walk  through  the 
health  food  garden 

A  personal  view  of  the  health  food  market  was 
presented  by  Dr  Len  Mervyn,  technical  director,  Booker 
Health  Foods.  Beginning  with  definitions  of  health 
products  his  talk  ranged  through  recent  surveys  into 
purchasing  and  an  examination  of  some  commonly 
required  vitamin  supplements,  to  market  research  into 
the  perceived  needs  of  various  sections  of  the 
community. 


Health  products  are  as  naturally  based  as 
possible  and  primarily  prepared  with  the 
specific  intention  of  maintaining  or 
improving  health,  said  Dr  Mervyn.  Such 
products  require  consumer  information 
regarding  their  health  benefits  and  include 
foods  with  their  full  nutritional  content, 
food  supplements  (selected  to  supply 
nutrients  lacking  in  the  diet  or  to  prevent  a 
deficiency)  and  dietetic  foods.  Also  in  the 
group  are  products  used  for  natural  body 
and  beauty  care  and  those  for  remedial 
purposes. 

The  definition  given  by  Dr  Mervyn  is 
that  approved  by  the  Health  Food 
Manufacturers  Association  and 
additionally  covers  requirements  for  the 
production  and  quality  standards  of 
health  products. 

A  survey  of  8,000  people  had 
examined  the  regularity  with  which  80 
health  products  grouped  into  four  main 
categories  were  purchased:  food  and 
drink,  flour  and  cereals,  medicinal  (eg 
vitamins  and  minerals)  and  remedial  (eg 
homeoepathic  medicines).  Over  53  per 
cent  of  the  group  regularly  sampled 
cereals,  brans,  wholemeal  flour  and  other 
unrefined  grains,  some  23  per  cent  nuts, 
and  21  per  cent  free-range  eggs  with  pulses 


the  next  most  popular  choice. 

The  survey  revealed  that  14  per  cent  of 
the  group  had  been  purchasing  health 
foods  for  10  years,  with  a  swing  of  a 
further  31  per  cent  to  usership  in  the  last 
three  years. 

Dr  Mervyn  believes  pharmacists, 
because  of  a  lack  of  space,  are  less  likely 
to  concentrate  on  bulky  health  foods:  "It 
is  in  the  supplement  field  that  his  main 
interest  should  lie."  This  is  because 
supplements  come  in  suitable  packs,  have 
a  higher  profit  margin  (compared  with 
foods)  and  suit  his  training  and 
background.  He  is  therefore  well  able  to 
give  advice,  particularly  in  the  field  of 
therapeutics,  on  the  use  of  vitamins  and 
minerals.  He  does  not  believe  pharmacists 
can  ignore  the  real  growth  of  the  dietary 
supplement  market  which  was  23  per  cent 
per  annum  (average). 

'Examine  your  diet' 

He  challenged  the  delegates  to  examine 
their  own  diet:  "Is  it  all  that  it  should 
be?"  He  listed  reasons  why  foods  vary  in 
their  vitamin  and  mineral  content 
according  to  cooking,  storage,  processing 
and  region  of  origin.  Some  41  per  cent  of 
town  dwellers  eat  food  that  is  either  pre- 


cooked, preserved,  compounded,  frozen, 
dehydrated,  concentrated  or  modified  in 
some  other  way,  he  said. 

People  'at  risk' 

Modern-day  lifestyles  also  contribute  to 
the  loss  or  destruction  of  necessary 
vitamins  and  minerals,  said  Dr  Mervyn. 
He  went  on  to  list  eleven  sectors  of  the 
population  who  are  "at  risk."  These  are: 
pregnant  and  lactating  women,  women  of 
child-bearing  age,  those  who  tend  to  eat 
nutritionally  inadequate  snacks  or  foods, 
children  and  adolescents  in  winter  and 
housebound  adults  who  may  not  get 
sufficient  vitamin  D  from  sunlight, 
convalescents,  the  elderly,  and  others, 
who  through  varied  disabilities  or  apathy, 
fail  to  prepare  balanced  meals  (the 
solitary).  Athletes  in  training  and  those  in 
physically  active  occupations  completed 
the  list,  Dr  Mervyn  said.  The  total  number 
of  people  in  these  categories  could  be  as 
many  as  12m  or  20  per  cent  of  the  UK 
population  at  any  one  time. 

"Today,  more  and  more  people  like  to 
safeguard  their  vitamin  and  mineral 
intake  with  a  supplement."  Medicinal 
drugs  also  affected  bodily  levels  of 
vitamins  in  some  instances.  He  cited  the 
increased  excretion  of  vitamin  C  as  a 
result  of  taking  aspirin  and  the  fact  that 
the  contraceptive  pill  increased  a  women's 
vitamin  B6  requirements. 

He  then  turned  to  some  specific 
market  research  by  Booker  Health  aimed 
at  discovering  two  things:  "Who  are  the 
people  most  likely  to  take  vitamin 
supplements"  and  "who  are  most  likely 
to  benefit." 

j 

Women  were  found  to  be  more  likely 
to  take  supplements  than  men,  looking  to 
them  in  preference  to  drugs.  They  were 
perceived  to  be  likely  to  seek  such  help  at 
three  times  during  their  life  —  during 
menstruation,  at  the  menopause  and  after 
it.  Booker  had  therefore  launched  the 
Ladycare  range  of  three  products  —  No  1 , 
No  2,  and  No  3  —  able  to  be  taken  by 
women  at  the  appropriate  stage  of  their 
life.  A  majority  of  users,  he  said,  claimed 
to  have  experienced  "relief  of  some  of 
their  symptoms.  "■ 
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At  night  all  shops  can  attract  some  pretty 
rough  trade. 

But  there's  one  security  measure  that's  an  effec- 
tive deterrent  and  economical  enough  not  to  lose  any 
sleep  over.  Light. 

THE  VISIBLE  DETERRENT. 

By  leaving  on  strategically  placed  electric  lights 
you  have  the  most  cost-effective  way  of  discouraging 
crime  since  they  invented  the  guilty  conscience. 

And  when  your  entire  stock  could  be  at  risk, 
prevention  is  better  than  detection.  Money  spent  on 
a  burglar  alarm  for  example,  can  be  wasted  without 
the  provision  of  security  lighting. 

But  don't  take  our  word  for  it.  Get  in  touch  with 
your  local  Crime  Prevention  Officer  oryour  Electricity 
Board.  Or  clip  the  coupon  for  more  information  on 
how  to  install  energy-efficient  security  lighting. 


When  the  consequences  can  be  so  serious 
and  the  outlay  so  small,  it  's  a  crime  to  leave  your- 
self in  the  dark. 


n 


Please  send  me  more  information  about  security  lighting. 
Post  to:  The  Build  Electric  Bureau,  The  Building  Centre, 
26  Store  Street,  London  WC1E  7BT  (Freefone  2284). 

Name  


Position 


Company/Address 


UGHTOECTRI 

WE  HAVE  THE  POWER  TO  HELP  YOU 

The  Electricity  Council,  England  and  Wales.  C0236 


- 


Available  1  st  - 

30th  November  1 982 

/o  on  normal 
Manufacturers  trade  price 

Soft  &  Gentle  Aerosol 

Large 

14/0 

Alberto  Balsam  V05  Shampoo 

125ml  Twinpack 

/O 

Alberto  Balsam  V05  Conditioner        1 00ml  Twinpack 

wO  /O 

Gillette  Foamv 

1  Oa 9  /O 

SHkipnfP  Condif  innpr 

Kj- 1 1  iV k w  1  ivV>  wwl  lUlllvl  Ivl 

C-\J\J\  I  1 1 

21  % 

&1  /o 

SiSScienc©  Shamnoo 

Wlllllwl  Ivv         IGII 1  lUUw 

C \J \J\  I  1 1 

1  ft% 

Toni  Perm^  Whnlphpart 

I  \Jrt  II  1    d  1 1 IO  WW  I  1 1  Vr  1  IvOU 

A  1  /o 

Toni  Perms  Tin 

21% 

7pQt  Soan 

Rpith  Twin  P^pk 

LJdll  I   I  V V  1 1  I  \  CXkjiK 

i  q  AO/- 

1  «J  **"*  /o 

Steradent 

wlvl  UvlWI  It. 

C-\J  o 

1 2% 

1  ■£  /O 

St  pradpnt  Hppn  Hpan  Tahlpts 

wiwi  auvi  ii  v v vij  wiwcii  i  i  uuiu  10 

1 1  5% 

Pantv  Paris 

I   Ql  H  Y  ■  CIvJO 

32% 

Dr  Whites  "12  AS  10  PACK" 

vSl7P  1 

20  5% 

RrvlfTPPm 

%J ■  y  Ivl  vWI  1 1 

Mpriii  im 

I V 1 CU  1  vj  1  1  1 

1  7  8% 

Elnett  Hairspray 

95G 

20  2% 

Elnett  Hairspray 

500G 

27  9% 

aaa  ■  a  9  /O 
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MONEY 
SPINNERS 


Send  off  this  coupon 


I  am  an  independent  retail  pharmacist  and  would  welcome  more  information 
about  UniChem. 

Name   


Address 


Date  

Send  to:  UniChem,  Crown  House,  Morden,  Surrey,  SM4  5EF  c  an  82 


PRACTICE  RESEARCH 


Do  assistants  take  the 
pharmacists'  role  in 
counter-prescribing? 

Too  much  counter-prescribing  is  left  to  pharmacy 
assistants,  suggests  a  paper  being  presented  to  the 
Institute  of  Pharmacy  Management  International 
conference  in  Malta  this  week  by  Bernard  Hardisty, 
FPS,  FIPMI,  MCPP,  managing  director,  Winpharm. 


How  frequenty  do  pharmacists  have  the 
opportunity  to  counter-prescribe  and 
what  do  they  do  when  such  opportunities 
occur? 

A  few  pioneering  investigators  have 
already  considered  this  question,  either  in 
the  pursuit  of  academic  knowledge  or  for 
reasons  of  market  research.  There  is, 
however,  no  universally  agreed  protocol 
for  such  studies,  though  all  agree  that  they 
are  costly  to  carry  out.  Even  given  the 
necessary  finance,  it  is  difficult  to 
summon  the  human  resources  necessary 
for  anywhere  near  a  lengthy  study  in  a 
sufficient  number  of  pharmacies  for 
results  to  be  meaningful. 

Nevertheless,  Phelan  and  Jepson  were 
able  to  show  that  between  27  per  cent  of 


transactions  in  large  multiples  and  38  per 
cent  of  transactions  in  independent 
pharmacies  involved  the  provision  of 
advice,  some  of  which  was  on  choice  of 
product.  Their  survey  indicated  an 
average  of  25  requests  for  advice  each 
day. 

Boylan  also  monitored  requests  for 
advice  and  found  an  average  of  10  per 
day.  Jane  Boylan  categorised  requests 
into  different  therapeutic  groups,  as  also 
did  Martin  Hamblin  Research  in  their 
study.  Neither  of  those  studies,  however, 
related  requests  for  advice  to  the 
perspective  of  overall  medicine  sales 
volume.  Moreover,  none  of  the  studies  so 
far  seen  in  the  literature  record  the  nature 
of  products  provided  in  response  to  the 
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request  for  advice.  My  own  position  has 
allowed  me  to  divert  resources  towards  a 
further  survey,  using  a  nationwide  team  of 
representatives  as  observers  and 
recorders. 

Methodology 

The  basic  approach  was  to  place,  with  the 
pharmacist's  consent,  a  trained  observer 
in  each  of  a  large  number  of  pharmacies 
for  periods  of  at  least  one  hour, 
monitoring  the  medicine  sales  activity  and 
also  the  prescription  volume  during  that 
time.  Business  in  other  areas  of  the 
pharmacy  was  not  monitored. 

The  observers  were  provided  with  pro 
forma  record  sheets.  Name  of  product 
was  recorded,  as  was  whether  it  was  sold 
by  the  pharmacist  or  a  counter  assistant, 
and  whether  it  was  sold  on  demand  or  by 
recommendation.  The  observer  noted  the 
sex  of  each  customer  and  assigned  them  to 
one  of  four  age  categories.  During  the 
same  period,  a  prescription  count  was 
kept. 

Survey  time  periods  were  distributed 
throughout  the  day  and,  with  the 
exception  of  Saturday  when  surveys  were 
not  carried  out,  also  through  the  week. 
The  overall  proportion  of  hours  sampled 
by  time  of  day,  and  of  days  sampled  by 
day  of  week,  is  shown  in  fig  1 .  All  surveys 
were  carried  out  in  June,  1981;  the  survey 
covered  England,  Scotland  and  Wales.  A 
total  of  293  hours  of  shop  activity  was 
monitored  in  225  different  shops. 

It  is  important  to  note  that  the  sample 
of  pharmacies  surveyed  is  not  designed  to 
be  representative  of  all  UK  pharmacies. 
This  survey  concentrated  on  single 
proprietor  pharmacies  or  small  multiples 
(2-10  shops).  These  represented  95  per 
cent  of  the  survey,  whereas  a  survey  by  the 
PSGB  in  1972,  and  the  study  by  Phelan  in 
1977,  showed  those  pharmacies 
represented  only  80  per  cent  of  the  total. 
However,  in  a  market  research  reported  in 
the  Pharmaceutical  Journal  in  1970, 
concerning  public  attitudes  to 
pharmacists,  the  independent  pharmacy 
was  the  preferred  source  of  advice  on 
health  care,  rating  much  higher  than  the 
large  multiple.  We  felt  therefore  that  our 
approach  was  valid  for  a  survey  of 
counter  prescribing. 

The  collected  information  was 
checked  and  purchased  products  allocated 
by  their  main  pharmacological  action, 
into  one  of  20  therapeutic  classes.  They 
were  also  assigned  as  General  Sale  List  or 
Pharmacy  medicine,  and  as  advertised  to 
the  public  or  not.  The  data  was  coded  on 
to  punch  cards  and  computer  analysed, 
using  standard  market  research  tabulation 
techniques. 
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Results 

In  the  pilot  and  main  studies,  a  total  of 
2,850  medicine  purchases  were  made 
during  the  observed  periods,  by  2,800 
different  customers.  The  age  spectrum 
based  on  allocation  into  four  groups,  is 
shown  in  fig  2.  Absolute  comparison  with 
other  studies  is  not  possible  as  age 
groupings  differ.  One  comparison,  with 
Christopher  et  al,  is  in  the  proportion  of 
customers  over  65,  their  figures  being 
markedly  higher  for  that  group.  This 
probably  reflects  local  variations  in 
population  age  spectrum  and  emphasises 
the  need  to  survey  on  as  wide  a 
geographical  basis  as  possible.  Of  these 
customers  27.5  per  cent  were  male  and 
72.5  per  cent  female.  As  a  ratio  of  1 :2.6 
this  is  in  close  agreement  with  the  findings 
of  1 :2.4  by  Christopher  et  al  in  their 
Dundee  survey  of  five  pharmacies. 

In  the  main  study,  1,937  medicine 
purchases  were  made  in  the  same  sample 
as  2,800  prescriptions  were  dispensed,  a 
ratio  of  1 : 1 .45.  This  differs  markedly 
from  the  ratio  of  3.5:1  found  by  Whitfield 
in  1968.  We  have  insufficient  knowledge 
of  Whitfield's  survey  detail  to  explain  this 
apparent  discrepancy.  If  it  is  genuine, 
then  the  independent  retail  pharmacist  has 
lost  a  frightening  volume  of  counter 
business  in  the  intervening  14  years. 
Certainly  the  calculated  average  numbers 
of  scripts  per  day  (155  from  Whitfield, 
130  from  our  own  study)  are  not 
incompatible.  However,  our  main 
concern  here  is  with  the  medicine  counter 
business. 

Table  1  shows  the  proportion  of 
purchases  made  in  each  of  20  therapeutic 
classes  in  total,  and  then  analysed  by  sex 
and  age.  Let  us  examine  these  for  points 
of  interest.  As  might  be  expected, 
purchases  of  skin  treatment  products  were 
above  average  for  the  under  20.  age  group. 
The  number  of  purchasers  of  antacids  was 
below  average  in  the  under  20s  and  above 
average  in  the  over  45s;  laxative  purchases 
were  below  average  for  the  under  20s  and 
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above  average  for  the  over  65s.  Vitamins 
and  tonics  were  low  for  the  under  20s  and 
high  in  the  45  to  64  age  group,  but  low 
over  the  age  of  65.  It  is  interesting  to  note 
that  purchase  of  nose  and  throat,  cough 
and  antacid  products  is  biased  towards 
men;  analgesics  and  skin  products 
towards  women. 


The  observer  noted  each  item  sold  by 
name,  and  also  whether  it  was  demanded 
or  sold  by  recommendation.  Indirect 
requests  such  as  "The  red  liquid  in  the 
blue  pack  on  the  television  last  night" 
were  included  in  the  demanded  category. 
Where  a  product  was  recommended,  it 
was  recorded  whether  that 
recommendation  was  made  by  the 
pharmacist  or  by  a  counter  assistant. 
Analysis  of  the  observation  record  also 
allowed  each  purchase  to  be  categorised  as 
GSL  or  as  a  P  medicine.  Products  could 
also  be  defined  as  to  whether  they  were 
advertised  to  the  public  or  not. 

In  grand  total,  84  per  cent  of 
medicines  were  demanded,  and  15  per 
cent  recommended.  Of  the 
recommendations,  9  per  cent  were  made 
by  counter  assistants  and  6  per  cent  by 
pharmacists.  So  of  2,773  items  sold  over 
chemists'  counters,  433  items  were 
recommended,  173  of  those  by  the 
pharmacists. 

Table  2  shows  the  ten  most  important 
therapeutic  classes.  It  is  interesting  to  note 
that  compared  to  the  overall  level  of  15 
per  cent  of  sales  in  which  advice  was 
sought,  laxatives  are  very  low;  nose, 
throat  and  cough  products  and  those  for 
the  treatment  of  mouth  problems  prompt 
higher  than  average  requests  for  advice. 

It  is  of  considerable  interest  to  see  how 
medicine  counter  sales  divide  between 
GSL  products  and  the  P  medicines,  both 
on  demand  and  by  recommendation. 
Table  3  presents  the  results  analysed  in 
this  way,  further  subdividing  products 
into  branded  and  generic  and  whether 
advertised  to  the  public  or  not.  Of  the 
2,773  items  sold,  1,604  (57.8  per  cent) 
came  into  the  GSL  category. 

Of  the  2,340  demanded  items,  1 ,43 1 
(61 .2  per  cent)  were  GSL  products.  Of  433 
products  recommended  in  the  pharmacy, 
either  by  the  pharmacist  or  the  counter 
assistant  173  (40  per  cent)  were  GSL 
products. 
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Table  1:  Purchase  analysis 

Age 


Total 

Male 

Female 

—20 

20-44 

45-65 

60  + 

No  of  purchases 

2850 

770 

2030 

167 

901 

649 

193 

% 

% 

% 

% 

<% 

% 

% 

Analgesics 

24 

19 

26 

22 

27 

23 

22 

Nose/throat 

12 

14 

11 

15 

11 

10 

10 

Coughs 

11 

12 

10 

11 

11 

9 

10 

Skin 

11 

9 

11 

17 

11 

10 

6 

Antacids 

9 

12 

9 

3 

7 

13 

13 

Laxatives 

6 

6 

6 

3 

4 

7 

10 

Vitamins/tonics 

6 

5 

6 

2 

6 

7 

5 

Colds 

4 

4 

3 

5 

4 

3 

3 

Eye/ear 

3 

2 

3 

5 

4 

2 

2 

Mouth 

2 

2 

2 

2 

3 

3 

2 

Total 

Male 

Female 

—20 

20-44 

45-65 

60  + 

No  of  purchases 

2850 

770 

2030 

167 

901 

649 

193 

% 

<% 

% 

% 

°7o 

% 

% 

Embrocations 

2 

3 

2 

2 

1 

3 

3 

First  aid 

2 

2 

2 

2 

2 

1 

2 

Antihistamine 

2 

2 

2 

5 

2 

1 

1 

Haemorrhoids 

2 

2 

1 

1 

2 

2 

2 

Anti-diarrhoea 

1 

2 

2 

1 

1 

Travel  sickness 

1 

2 

1 

1 

1 

Chiropody 

1 

1 

1 

2 

Specialist  foods 

1 

1 

3 

G.U.  tract 

1 

1 

Miscellaneous 

1 

2 

1 

2 

Chemist's  own 

1 

Table  2:  Recommendations 

Nose/  Vitamins/ 


Total 

Analgesics 

throat 

Coughs 

Skin 

Antacids 

Laxatives 

tonics 

Colds 

Eye/ear 

Mouth 

No  of  purchases 

2850 

683 

330 

315 

305 

270 

162 

164 

104 

76 

71 

<% 

<% 

°7o 

% 

•% 

% 

% 

<% 

<% 

% 

% 

Demanded 

82 

88 

76 

77 

83 

89 

94 

80 

85 

79 

70 

Reg.  by  assistant 

9 

6 

15 

13 

8 

6 

2 

9 

6 

9 

20 

Reg.  by  pharmacist 

6 

4 

7 

7 

8 

4 

2 

9 

5 

12 

8 

Total  recommended 

15 

10 

22 

20 

16 

10 

5 

18 

11 

21 

30 
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Ladyshave  advertising  c 


This  year,  about  a  million 
ladies'  electric  shavers  will  be 
bought  in  Britain. 

It's  the  biggest  market  in  the 
world. 

And  it's  largely  because  we 
spent  five  times  as  much  as 
  anyone  else  developing 


the  market  in  Britain.  innovation  that  proves  to  the 

Not  surprisingly,  others  have    ladies  that  Philips  Ladyshave  is 


tried  to  clamber  aboard  our 
bandwagon  and  sell  their  shavers 
on  the  back  of  our  success. 

In  1982,  we'll  no  longer  give 
our  competitors  a  helping  hand. 

We'll  be  launching  a  major 


smoothest. 

There'll  be  a  massive £1  million 
national  advertising  campaign 
in  colour  magazines  from  June 
to  December.  And  on  television  in 
November  and  December. 


Philips.  £20  million  advertising  the  name.  £5  million  advertising  Sm 


It's  a  campaign  which  will 
levelop  our  brand  leadership  at 
he  expense  of  our  competitors. 

As  always,  you  can  count  on 
lore  support  from  Philips  than 
rom  anyone  else. 

That's  how  we  keep  our 
sgup. 

liances.  PHILIPS 


Ladyshave  Special 


Ladyshave  De  Luxe 


Ladyshave  Cordless 


Ladyshave 
from  the  Beauty  Set 
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Missed  opportunities  for 
pharmacy-only  sales 


Discussion 

In  discussion  of  those  results,  it  seems 
evident  that  a  high  proportion  (84  per  cent 
in  our  survey)  of  over-the-counter 
medicines  are  currently  purchased  by 
demand,  which  leaves  no  scope  for 
pharmacist  intervention.  To  be 
conjectured  is  whether  the  proportion  of 
sales  resulting  from  recommendation 
(15.8  per  cent  in  our  survey)  could  be 
increased  by  advertising  or  public 
relations  activity  to  inform  the  public  of 
the  pharmacist's  ability  to  advise.  In 
Britain,  the  National  Pharmaceutical 
Association  is  currently  devising 
promotional  programmes  to  that  end  and 
at  least  one  pharmaceutical  company 
spends  promotional  money  on  exhorting 
the  public  to  consult  their  pharmacist. 

Pharmacists  busy? 

A  remarkable  finding  of  this  particular 
survey  is  that  where  advice  was  sought  by 
customers  wishing  to  purchase  medicines, 
the  resulting  recommendation  was  made 
by  counter  assistants  on  many  more 
occasions  than  by  the  pharmacist.  The 
reason  might  be  that  the  pharmacists  were 
busy  dispensing,  or  that  they  did  not 
consider  the  recommendation  transaction 
to  be  their  personal  concern. 

For  whatever  reason,  in  260  counter 
transactions  where  customers  could  have 
had  the  benefit  of  the  pharmacist's 
advice,  they  received  that  advice  from  the 
counter  assistant  instead.  We  may  only 
speculate  as  to  the  variable  quality  of  that 
advice.  We  can,  however,  be  certain  that 
the  availability  of  the  pharmacists  would, 
as  presumably  in  the  173  occasions  when 
they  did  intervene,  have  created  a  better 
public  image  for  the  profession  and 
attracted  still  further  customer 
presentations  to  the  pharmacy  rather  than 
the  supermarket. 

That  observation  assumes  that  the 
pharmacists  would  anyway  recommend 
pharmacy-only  medicines.  Apart  from  the 
commercial  consideration  that  repeat  sales 
would  come  back  to  the  pharmacy,  it  is  to 
be  expected  that  those  medicines  would  in 
general  be  more  potent  in  the  treatment  of 
the  minor  ailment. 

In  fact,  nearly  40  per  cent  of  the 
products  recommended  by  pharmacists  or 
their  counter  assistants  were  GSL  and 
therefore  eligible  for  purchase  from  non- 
pharmacy  outlets.  It  is,  hopefully,  merely 
coincidence  that  the  number  of  GSL 
products  recommended  corresponds 
exactly  to  the  number  of  times 
pharmacists,  rather  than  counter 
assistants,  made  recommendations! 

Nevertheless,  the  fact  remains  that  15 
per  cent  of  all  medicines  sales  over  the 
counter  offered  opportunities  for 


pharmacist  intervention  with  resulting 
spin-off  of  goodwill,  respect  for 
professional  advice  and  corresponding 
commercial  benefits.  The  illumination  of 
that  fact  by  the  present  survey  may 
hopefully  influence  the  attitude  of 
community  pharmacists  towards  that  kind 
of  transaction  in  ensuring  the  maximum 
gain,  professionally  and  commercially  for 
themselves  and  the  optimum  therapeutic 
benefit  for  patients  suffering  from 
everyday  minor  ailaments. 

In  a  situation  where  nearly  60  per  cent 
of  demanded  purchases  are  for  GSL 
medicines,  it  might  be  considered  also  that 
the  pharmacist  would  do  well  to  maximise 
the  sale  of  pharmacy-only  medicines  by 
the  recommendatory  route.  To  exploit 
those  opportunities  when  they  occur,  the 
pharmacists  must  make  themselves 
available  at  the  medicines  counter. 

They  are  anyway  required  by  law  to 
supervise  certain  sales.  Commercial  as 
well  as  professional  acumen  would 
underline  the  need  to  intervene  in  other 
counter  situations  where  patients  are 

Table  3:  Type  of  sale  analysis 


requesting  professional  advice. 

Finally,  industry  may  well  observe 
current  trends  and  devote  research  and 
marketing  resources  towards  providing 
the  pharmacist  with  appropriate, 
medicines  to  recommend  when  the 
opportunity  arises.  Undoubtedly,  current 
moves  towards  the  reclassification  of 
some  prescription-only  medicines  to 
pharmacy-only  sale  will  encourage  that 
development. 
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Recommended 

Total 

Demanded 

CCA 

by  pharmacist 

Total 

General  Sale  List 

1,604 

1,431 

114 

59 

173 

(57.8%) 

(61.2%) 

(43.8%) 

(34.1%) 

(40%) 

Advertised 

1,122 

1,025 

64 

33 

97 

Unadvertised 

283 

230 

38 

15 

53 

Generics 

199 

176 

12 

11 

23 

Pharmacy  only 

1,169 

909 

146 

114 

260 

(42.2%) 

(38.8%) 

(56.2%) 

(65.9%) 

(60%) 

Advertised 

412 

344 

40 

28 

68 

Unadvertised 

595 

420 

100 

75 

175 

Generics 

162 

145 

6 

11 

17 

Total 

2,773 

2,340 

260 

173 

433 

'Safe'  prescribing 
by  pharmacists 

A  comparison  of  pharmacist  and 
physician  prescribing  for  psychiatric 
patients  is  described  in  September's 
American  Journal  of  Hospital  Pharmacy. 

Drug  prescribing  for  in-patients  by 
three  pharmacist  prescribers  and  two 
psychiatrists  at  a  40-bed  mental  health 
hospital  in  California  was  evaluated.  The 
pharmacist  prescribers  were  assigned 
diagnosed  patients  and  for  each  prescriber 
60  prescriptions  were  randomly  selected  to 
include  20  neuroleptic  drugs,  20 
anticholinergic  drugs  and  20 
antidepressants.  A  panel  of  four  judges 
evaluated  the  appropriateness  of  each 
prescription. 

While  the  results  are  not  applicable  to 


all  pharmacists  the  pharmacists  in  this 
study  prescribed  drugs  as  safely  and 
appropriately  as  the  physicians,  the  report 
concluded.  The  mean  scores  for 
pharmacists  were  significantly  better  than 
physicians  for  neuroleptic  drugs  and 
antidepressants. 

■  Part-time,  two-year  postgraduate 
courses  in  pharmacy,  leading  to  an  MSc, 
are  being  offered  as  follows  for  1982-83:- 
Pharmacological  biochemistry.  Hatfield 
Polytechnic,  PO  Box  109,  College  Lane, 
Hatfield,  Herts  ALIO  9AB. 
Pharmacotherapeutics.  Leicester 
Polytechnic,  PO  Box  143,  Leicester 
LE19  0BH. 

Pharmacology.  North  East  London 
Polytechnic,  Asta  House,  156  High  Road, 
Chadwell  Heath,  Romford,  Essex 
Pharmaceutical  sciences.  Sunderland 
Polytechnic,  Langham  Tower,  Ryhope 
Road,  Sunderland  SR2  7EE. 
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"Who  else  offers  you  1 
the 

UNCONDITIONAL  GUARANTEE 


that  any  goods  redundant  through  lack  of  demand  or 
unsaleable  through  damage,  breakage  or  age  may  be 
returned  at  any  time  for  full  credit  or  exchange 
without  question?"  ^^^T^w 


YOUR  GUARANTEE  FOR: 

•  Migraleve 

•  Mucron  Tablets  &  Liquid 

•  Do-Do 

•  Dermidex 

•  Earex 

•  Collis-Browne's 

•  Crampex 


THE  GUARANTEE  IN  FULL 

International  Laboratories  Ltd.,  guarantee 
the  sales  of  all  their  advertised  products 
whether  bought  direct  or  from  a  wholesaler. 
Stock  redundant  through  lack  of  demand  or 
unsaleable  through  damage,  breakage  or  age, 
may  be  returned  at  any  time  for  full 
credit  or  exchange  without  question. 


Raymond  Bellm  Managing  Director 


International  Laboratories  Limited 


Wilsom  Road,  Alton,  Hants.  GU34  2TJ 
Tel:  (Alton)  0420  881 74 
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CHEMIST  ASSISTANT  \ 

OF  THE  YEAR 

COMPETITION 


m 

PRODUCTS 


Three  more  results  as  the 
Grand  Final  gets  nearer 


Results  and  pictures  from  three  more  of 
the  regional  heats  of  the  C&D  Chemist 
Assistant  of  the  Year  competition  are  now 
available  as  the  Grand  Final  draws  near. 

At  Bolton  Kay  Armstrong  collected 
first  prize  —  a  cheque  for  £100  and  a  place 
in  the  Grand  Final  to  be  held  at  Sheraton 
Skyline  Hotel,  Heathrow  on  November 


25.  Kay  works  at  John  Butterworths 
Chemist,  Stockport  Road,  Ashton-under- 
Lyne.  Second  place  in  this  regional  final 
went  to  Joan  Garforth  of  I  Jones  Ltd,  1 
Childwall  Parade,  Pilch  Lane,  Liverpool 
and  Susan  Deacon  of  W.  Willott  Ltd,  29 
Millrise  Road,  Milton,  Stoke-on-Trent 
was  third.  The  regional  heat  was 


organised  by  Macarthys. 

Valerie  Bates  of  Hugh  Hitchin  Ltd,  71 
Derby  Road,  Longeaton,  Nottingham  was 
the  winner  of  the  North  Midlands  regional 
final.  Anne  Roe  of  R.J.  Farmer 
(Chemists)  Ltd,  16  High  Street,  Tutbury, 
Staffs  was  second  and  Jane  Reaney  of 
Shipstone  and  Siddall  Chemist,  35 
Greenhow  Street,  Walkley,  Sheffield  took 
third  prize.  Richard  Daniel  &  Son  Ltd 
were  the  organisers. 

The  representative  from  the 
Winchester  heat  who  goes  through  to  the 
Grand  Final  is  Maureen  Bradley  of 
Plumbs  Pharmacy,  High  Street,  Bishop 
Waltham,  Hants.  Second  place  went  to 
Gillian  Watson  of  Mills  &  Mills,  390 
Bitterne  Road,  Southampton  and  Teresa 
Eyres  of  John  Preddy  Co  Ltd,  52  South 
Street,  Dorchester,  Dorset  came  third. 
This  regional  heat  was  organised  by 
Herbert  Ferryman  Ltd.  All  the 
contestants  were  presented  with  their  gift 
from  Tampax  —  an  Aynsley  China  Bowl 
of  Flowers. 


Below  left:  Winners  of  the  Merseyside, 
Cheshire  &  Lancashire  regional  heat 
pictured  with  Eddie  Masters,  merchandise 
manager  of  Macarthys. 

Immediately  left  are  all  the  regional 
finalists  (the  three  prizewinners  are 
seated)  together  with  representatives 
from  Tampax  who  presented  the  girls  with 
their  Aynsley  China  Bowl  of  Flowers. 

Below  right  are  the  eight  contestants 
at  the  North  Midlands  regional  final  where 
the  winner  was  Valerie  Bates  and  above 
are  the  three  prizewinners  at  Winchester 
on  their  own  and  with  the  other 
contestants 
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Herbal  remedies  for 
minor  ailments 

Herbal  remedies,  because  they  contain 
essential  nutrients,  can  benefit  general 
health  as  well  as  deal  with  specific 
diseases,  writes  the  author  of  a  book 
published  this  week. 

The  same  could  certainly  not  be  said 
of  many  of  the  remedies  sold  over  the 
chemist's  counter  or  supplied  on 
prescription,  says  Barbara  Griggs  in  "The 
Home  Herbal.  A  Handbook  of  Simple 
Remedies."  "Antihistamines, 
corticosteroids,  painkillers,  tranquillisers, 
sleeping  tablets,  anti-biotics  —  even  the 
common  aspirin  which  is  swallowed  so 
often  and  so  unthinkingly  —  can  all  have 
side  effects  ranging  from  quite  mild  to 
seriously  damaging,  even 
life-threatening." 

The  book  advises  how  "gentle  natural 
means"  can  be  used  to  treat  minor 
ailments  and  conditions  in  which 
conventional  medicine  often  fails  to 
provide  relief  or  produces  undesireable 
side  effects.  The  author  warns,  however, 
that  disorders  of  the  heart,  liver  and 
kidneys  are  far  too  serious  for  home 
doctoring  and  should  be  referred  to  a 
professional  practitioner  without  delay,  as 
should  certain  symptoms  which  could 
indicate  a  serious  medical  problem. 

She  also  warns  that  herbs  may  interact 
with  drugs  prescribed  by  the  family 
doctor.  "So  if  you  are  in  any  doubt  at  all, 
check  with  a  herbal  practitioner:  few 
doctors  know  a  great  deal  about  the 
constituents  or  physiological  action  of 
herbs,  so  they  will  probably  err  on  the  side 
of  caution  and  advise  against  taking 
them."  She  adds  that  it  is  unwise  to  switch 
from  modern  drugs  to  herbal  remedies 
without  consulting  a  doctor  or  herbal 
practitioner. 

The  products  mentioned  in  the  book 


"can  be  found  at  most  good  health  food 
shops  and  are  rapidly  appearing  in  High 
Street  chemists,"  she  writes:  "for 
instance,  Boots  are  now  extending  the 
range  of  herbal  remedies  they  carry." 
Recommended  basics  for  the  family 
medicine  cupboard  are  Dr  Bach's  rescue 
remedy,  tincture  of  calendula,  camomile, 
comfrey  oil  or  ointment,  Potter's  EPC, 
lemon  balm,  Weleda's  melissa  compound, 
garlic  capsules,  arnica  ointment,  oil  of 
lavender,  lemons,  Olbas  oil  and  pastilles, 
sage,  Tiger  Balm  and  distilled  witch  hazel. 
"The  Home  Herbal ' '  (£2. 25),  Jill  Norman 
&  Hobhouse  Ltd,  Gloucester  Mansions, 
Cambridge  Circus,  London  WC2. 

Call  for  aspirin  on 
prescription  only 

Aspirin  should  be  considered  for 
withdrawal  from  OTC  sale  and  allowed 
on  prescription  only.  That  is  the  opinion 
of  the  author  of  an  article  in  this  month's 
Pharmacy  International,  in  view  of 
aspirin's  widespread  use  (more  than  20 
tons  daily  in  the  USA,  which  corresponds 
to  approximately  lOOmg  per  person),  and 
its  side  effects  such  as  allergic  reactions, 
bleeding  and  local  irritation  causing  ulcers 
and  gastritis. 

Although  most  reactions  to  aspirin  are 
not  a  direct  cause  of  hospitalisation, 
available  information  indicates  that 
approximately  10  per  cent  of  all  drug 
reactions  in  US  hospitals  appear  to  be 
related  to  aspirin. 

The  author,  Litta  Tibbling,  associate 
professor  in  a  university-based  ENT  clinic 
in  Sweden,  does  not  doubt  the  value  of 
aspirin  as  an  analgesic  and  antipyretic,  but 
stresses  that  it  should  be  used  on  strict 
indications  and  with  full  attention  to 
potential  adverse  effects.  Most  standard 
packs  give  no  information  to  the  public 
about  risks  of  bleeding,  allergic  reactions,  . 
headaches,  ulcers  and  heartburn.  Patients 
should  therefore  be  told  of  possible  side 
effects  and  advised  to  use  a  less  toxic 
alternative  should  problems  of  this  sort 
arise,  it  is  suggested. 

□  Drug  withdrawals  —  such  as  Opren  — 
may  lead  the  public  to  believe  that 
unorganised  and  uncontrolled  trials  are 


being  conducted  to  discover  adverse 
reactions  in  large  samples  of  the 
population.  That  is  a  fear  expressed  by 
Professor  P. F.  D'Arcy,  Queen's 
University  of  Belfast,  in  another  paper  in 
Pharmacy  International.  He  also  suggests 
that  licensing  authorities  review  their 
requirements  for  clinical  trials  of  new 
compounds  to  reduce  the  risk  of  such 
drugs  being  released  onto  the  market. 

On  the  road  with 
Foster  Grant . . . 

Schwarzkopf  will  be  out  and  about  in  the 
forthcoming  month  with  a  Foster  Grant 
roadshow.  On  display  will  be  the  1983 
sunglass  range  and  a  video  presentation. 
The  venues  are  as  follows:  November  3-4: 
The  Portland  Hotel,  Manchester; 
November  8-9:  The  Mayflower  Hotel, 
Plymouth;  November  10-12:  Bond  St 
Studio,  London;  November  16-17: 
Gatwick  Manor,  Crawley;  November  22: 
Grosvenor  House  Hotel,  Sheffield; 
November  23:  The  Dragonara  Hotel, 
Leeds;  November  24-25:  Newcastle 
Centre,  Newcastle;  November  30— 
December  1:  Glasgow  Centre,  Glasgow 
and  December  2:  The  Posthouse, 
Edinburgh.  Invitations  are  being  sent  out 
but  anyone  interested  who  does  not 
receive  one  should  contact  Margaret  Cole, 
Foster  Grant  group  product  manager,  on 
Aylesbury  88101. 

Commercial  iure' 

Activities  of  doctors,  apparently 
stimulated  by  the  profit  motive,  are  listed 
by  Mr  John  Davies,  secretary  of  the  Rural 
Pharmacists  Association,  in  a  letter  to 
The  Lancet  (not  yet  published  at  the  time 
of  going  to  press).  Mr  Davies,  replying  to 
The  Lancet's  suggestion  that  pharmacists 
need  to  insulate  themselves  against  the 
lure  of  commerce,  cites  touting  for  rural 
patients  by  "mail  order",  "luring" 
patients  to  the  surgery  for  vaccination  by 
suggesting  a  flu  epidemic  is  on  the  way, 
and  taking  discount  on  the  vaccine  — 
without  "clawback". 


Don't  you  think  his  skin  deserves 
a  little  protection? 


One  antiseptic  healing  cream  gives  the  elderly  and  immobile  all 
the  protection  they  need.  It's  Sudocrem. 
Specially  made  to  soothe  sore  skin. 
Recommend  it  for  pressure  sores,  knowing  that  many 
^%     doctors  and  health  visitors  do  the  same.  Display  it,  know- 
ing it  leads  to  high  demand  -  and  even  higher  profits. 
Make  sure  you  keep  Sudocrem  in  stock.  To  give  your 
customers  the  protection  they  deserve. 

SOOTHES  SORE  SKIN 

Distributors  for  Great  Britain 

David  Anthony  Pharmaceuticals  Limited 

59  Crosby  Road  North,  Liverpool  L22  4QD 


SudocrerU 
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Forhigh 
quafity  drugs 

at  low  prices, 
just  pickup 

the  phone 

Pick  up  the  phone  and  call  your 
wholesaler. 

That's  all  it  takes  to  obtain  all  the 
drugs  you  Ye  ever  likely  to  need  -  from 
the  Evans  range. 

Evans  comprehensive  range 
includes  the  new  Generics,  Standard 
drugs,  OTC's,  Insulins  and  Heparins. 

They're  available  in  any  quantity 
you  want,  any  time  you  want  them. 
And  at  new  low  prices. 

Some  prices  have  been  reduced 
by  as  much  as  70%. 

There  will  also  be  special  offers 
running  on  a  selection  of  drugs. 

But  though  our  prices  have  been 
cut,  we  still  don't  cut  corners. 

So  for  high  quality  drugs  at  low 
prices,  ring  your  wholesaler,  and  make 
yourself  happy. 

Evans.  Relieving  pharmacists' headaches, 


LETTERS 


A  new  'contract9 for 
rural  services 

Reports  of  a  "bland"  statement  issued 
after  the  Clothier  discussions  of  October  6 
will  give  little  reassurance  to  those  of  us 
most  affected  by  doctor  dispensing.  The 
very  word  "bland"  implies  the  figurative 
process  of  buttering  up  or  soft-soaping 
the  protagonists  in  these  deliberations  and 
only  serves  to  increase  the  misgivings 
expressed  at  the  Rural  Pharmacists 
Association  meeting  on  October  3  when, 
in  the  interests  of  continuing  pursuit  of 
harmony  between  the  two  professions,  the 
more  indignant  of  us  were  enjoined  to 
patience  and  conciliation. 

At  that  meeting  we  were  told  that  the 
time  interval  between  submission  to 
Parliament  of  draft  regulations  and  actual 
drafting  in  final  form  was  likely  to  be  two 
years.  Whatever  the  lergth  of  the  interval, 
both  rural  doctors  and  pharmacists,  for 
want  of  information  on  the  latest  meeting, 
appear  to  be  in  the  legally  impossible 
situation  of  "agreeing  to  agree".  Until  we 
are  given  clearer  indications  of  the  means 
by  which  the  agreement  is  to  be 
impartially  implemented,  may  1  make  a 
strong  plea  for  replacement  of  our 
respective  Government  contracts  by  a 
basic  contract  common  to  both  parties. 
Such  a  draft  exists  already.  It  was  drawn 
up  by  the  Pharmaceutical  Services 
Negotiating  Committee  last  year.  The 
contract  laid  emphasis  on  a  substantial 
basic  practice  allowance  with  a  very  small 
on-cost  on  the  basic  price  of  the  medicines 
supplied. 

Incentives 

A  practice  allowance,  being  a  payment 
to  supply  essential  services,  is  already  paid 
to  doctors  according  to  the  need  for  their 
services.  Doctors  would  be  given  no 
incentive  to  practise  in  Bournemouth  or 
Torquay,  more  to  set  up  in  the  less- 
favoured  industrial  areas.  Similarly 
pharmacists  would  no  longer  be  paid  a 
basic  practice  allowance  if  they  set  up 
within  a  quarter  of  a  mile  of  an 
established  pharmacy.  Under  the  terms  of 
the  Clothier  agreement  they  will 
presumably  be  encouraged  to  start  a 
practice  in  new  areas  of  5,000  people  or 
more,  which  can  no  longer  claim  to  be 
"rural  in  character". 

The  power  to  grant  contracts  to 
pharmacists  will  lie  with  local  Family 
Practitioner  Committees  and  should  thus 
have  the  advantage  of  impartiality  Both 
dispensing  doctors  and  "leapfrogging" 
pharmacists  have  for  too  long  sought  to 
justify  their  actions  by  the  hackneyed 
phrase  "service  to  the  patient",  disguising 
their  true  profit  motive  at  the  expense  of 
colleagues  in  the  pharmacy  —  at  the 


expense  of  pharmacist  and  taxpayei  in  the 
case  of  dispensing  doctors,  the  taxpayer's 
share  amounting  to  £14,000,000  a  year  or 
much  more. 

Different  conditions  should  apply  to 
the  supply  of  goods  under  Government 
contracts.  NHS  contracts  to  supply 
medicines  in  the  general  practitionei 
services  of  medicine  and  pharmacy  have 
to  take  account  of  the  fact  that  medicines, 
and  the  demand  for  them,  vary  seasonally 
and  regionally  Thus  the  profit  varies  with 
fluctuations  in  ingredient  cost  and 
seasonal  demand.  I  he  pharmacist  who 
has  to  dispense  what  the  doctoi  prescribes 
has  little  control  over  cost.  The  dispensing 
doctoi  is  faced  with  the  strong  temptation 
to  increase  his  profit.  T hat  he  yields  lo  the 
temptation  is  clearly  shown  by  the 
increased  ingredient  cost  of  dispensing 
doctors  and  figures  for  the  last  financial 
year  showing  their  remuneration  to  be  25 
per  cent  more  than  that  of  their  urban 
colleague.  Figures  will  never  be  available, 
but  this  must  be  inflated  by  the  substantial 
bonuses  in  cash  and  kind  from 
manufacturers  representatives.  I  hat  this 
form  of  bribery  is  tolerated  by 
Government,  let  alone  by  the  disciplinary 
committee  of  the  General  Medical 
Council,  continues  to  astound  me. 

Limit  on-cost 

The  only  possible  way  for  restraints  to  be 
made  is  by  limiting  the  on-cost  for 
medicines  to  not  more  than  3  per  cent  and 
for  Government  to  use  its  powers  to 
enforce  price  maintenance  on  medicines  at 
wholesale  as  well  as  retail  level.  The  GMC 
has  not  to  my  knowledge  cautioned 
doctors  against  receiving  material 
incentives  to  prescribe  proprietary 
medicines.  They  should  do  so  before 
doctors'  professional  impartiality  is 
impugned.  The  Pharmaceutical  Society's 
code  of  conduct  already  contains  a  clause 
affecting  incentives  to  self-medication  by 
offering  free  gifts.  This  could  be 
augmented  to  prevent  incentives  to 
substitute  more  profitable  brands  when 
dispensing  doctors'  prescriptions  — 
though  it  is  clear  to  see  that  the  chief 
temptation  is  to  the  practitioner  who  is 
both  prescriber  and  dispenser. 

While  it  would  lend  weight  to 
improvement  in  ethical  control  for  the 
BMA  also  to  make  a  statement,  the  trades 
union  status  of  this  organisation  tends  to 
be  in  conflict  with  ethical 
pronouncements  which,  if  heeded,  could 
reduce  financial  benefits  to  some  of  its 
members. 

Most  important  is  the  principle  for 
both  professions  supplying  materials 
under  Government  contracts,  that  of 
accountability.  Pharmacists  have  had 
samples  taken  since  the  first  NHI  Act  of 
1911  when  the  average  ingredient  was 
seldom  more  than  5d  in  old  currency. 


Now  that  this  cost  has  increased  one 
hundredfold  or  more,  it  is  clearly  seen 
that  all  contractors  supplying  medicines 
should  be  scrutinised  by  a  small  team  of 
Government  auditors,  irrespective  of 
doctors'  pleas  that  accountability  is 
undesirable  and  unnecessary  for  them.  If 
privileges  are  known  to  be  abused  by  the 
minority  then  the  majority  must  accept 
controls  in  the  taxpayer's  interest. 

Inspecting  pharmacies 

In  the  same  context  the 
Pharmaceutical  Society's  inspectorate 
who  take  the  samples  from  pharmacies 
would  be  freed  to  perform  their  proper 
function  of  inspecting  pharmacies, 
counselling  pharmacists  and  seeing  that 
the  provisions  of  the  Medicines  Act  are 
observed. 

Mr  Kenneth  Clarke,  the  Minister  for 
Health,  said  recently  at  the  annual  dinner 
of  the  Pharmaceutical  Services 
Negotiating  Committee  that  the  present 
contract  was  too  complex.  I  submit  that 
the  draft  contract  put  to  pharmacists  last 
year  was  simple  and  had  enough  flexibility 
to  withstand  inflationary  (and  possibly 
deflationary?)  pressures.  While 
democratic  consultation  is  a  fine  ideal  it 
has  its  weaknesses  where  contracts  for 
supply  of  goods  are  concerned. 
Contractors  will  inevitably  put  their 
pockets  before  their  principles. 

The  Minister  in  this  case  is  a  member 
of  a  Government  which  still  enjoys 
majority  support  and  has  been  elected  to 
improve  productivity  and  stop  waste. 
Now  it  has  an  opportunity  to  do  so  in  the 
field  of  medicines  supplied  by  NHS 
contractors.  Surely  a  saving  of  £14m  or 
more,  plus  improved  productivity  by 
pharmacists  is  a  worthwhile  target. 
Keith  Jenkins, 
Burnham  Market,  Norfolk. 


Thank  you,  Xrayser! 


I  am  delighted  to  read  (belatedly  alas!) 
that  Xrayser  receives  a  satisfactory  service 
from  our  information  department,  so 
graciously  expressed  in  his  column  on 
October  9. 

I  must  disillusion  him  on  one  point, 
however.  We  are  no  more  immune  than 
others  to  the  persuasive  encroachment  of 
the  computer.  In  order  to  cope  with  a 
mounting  accumulation  of  information 
on  a  limitless  range  of  subjects  quickly,  we 
will  have  to  resort  to  the  microcomputer 
sooner  rather  than  later. 

Xrayser  can  rest  assured  that  neither  I 
nor  my  staff  intend  to  neglect  the  personal 
attention  demanded  by  that  indispensible 
item  in  our  stock-in-trade,  the  telephone. 
A  Creed, 

Superintendent  Information  Department, 
National  Pharmaceutical  Association, 
St  Albans,  Herts. 
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Parallel  pricing 


The  answer  to  the  question  of  parallel 
imports  posed  by  your  contributor  Pierre 
Perrot  of  Worth  Perfumes  is  both  simple 
and  self-evident.  If  the  goods  in  question 
were  sold  by  the  manufacturers  at  the 
same  price  in  different  countries,  there 
would  be  no  profit  in  importing  them. 

To  denigrate  those  astute  businessmen 
who  have  profited  from  the  existing 
situation  is  to  try  and  hide  the  fact  that  the 
problem  is  one  of  the  manufacturers  own 
making. 
A.  Cantor 
Leeds 


Deserving  support 


On  behalf  of  Warner  Lambert  (UK)  Ltd  I 
support  the  comments  of  Xrayser  {C&D, 
September  25)  referring  to  the  multitude 
of  new  cough  treatments  being  showered 
upon  the  retail  pharmacist  as  more  and 
more  companies  attempt  to  exploit  the 
self-medication  market. 

While  we,  with  the  brand  leader 
Benylin,  respect  and  expect  healthy 
competition  resulting  from  companies 
either  advertising  their  cough  medicines 
direct  to  the  public  or  entreating  the 
pharmacist  for  his  support,  we  realise  it 
must  cause  the  pharmacist  anxiety  about 


which  products  to  stock.  May  we  suggest 
that  product  rationalisation  is  justified  in 
the  cough  treatment  area  and  that 
pharmacists  have  the  opportunity  to 
support  products  that  are  available  only 
through  registered  pharmaceutical 
premises;  that  have  had  and  continue  to 
receive  professional  endorsement  from 
doctors  and  pharmacists  alike;  that  have 
profit  margins  which  reflect  the 
commercial  pressures  faced  by 
pharmacists  today;  that  are  supported  by 
a  sales  force  calling  regularly  to  service 
pharmacies  and  help  with  merchandising, 
and  perhaps  most  important,  products 
that  customers  believe  in  and  whose  retail 
sales  have  been  built  with  pharmacy 
support  over  the  years. 

We  believe  that  it  is  in  the 


Full  marks  to  anyone  who  identified 
this  script  as  one  for  a  popular 
antibacterial  indicated  for  genito- 
urinary tract  infections 


pharmacist's  interest,  as  well  as  our  own 
obviously,  to  rationalise  the  product  line 
and  continue  to  support  the  brand  leader. 
These  points  are  totally  relevant  to 
Benylin. 

Why,  then,  to  quote  Xrayser,  produce 
"yet  another  Benylin  variant?"  From 
research  into  the  cough  treatments 
patients  receive  as  a  result  of  doctor 
consultations  it  is  apparent  that  there  has 
been  a  growing  demand  for  products  that 
reduce  the  frequency  and  severity  of 
coughs  and,  at  the  same  time,  relieve  the 
distressing  symptoms  associated  wkh 
upper  respiratory  tract  infection,  namely 
nasal  congestion,  sneezing,  etc. 

Further,  studies  with  the  lay  public 
themselves  confirm  this  need.  So,  Benylin 
mentholated  linctus  was  carefully 
formulated  to  meet  this  need  and  from 
reports  received  from  the  pharmacy  trade 
over  the  past  few  weeks  many  pharmacists 
agree  that  this  "Benylin  variant"  is  indeed 
a  positive  step  and,  like  the  existing 
Benylin  range,  worthy  of  pharmacy 
support. 
J.H.  Ball 

Marketing  director 

Warner  Lambert  Health  Care  Division, 
Eastleigh,  Hants. 


SubaAids 

BRITISH  MADE 

Home  Nursing 
&  Hospital 
Requisites 

BED  PANS  AND  URINALS, 
DOUCHES,  SYRINGES  AND  PUFFERS, 
AIR  RINGS, 
HOT  WATER  BOTTLES, 
DRINKING  AND  FEEDING  CUPS, 
BATH  MATS  (INTERIOR  AND  EXTERIOR) 

WILLIAM  FREEMAN  &  COMPANY  LTD 

Suba  Seal  Works,  Staincross,  Barnstey,  England. 
Tel.0226  84081Telex  547186. 


yUuIN  Fleer 

Low-Cost  Leasing  Deals 
for  Chemists! 


Sa\oon 


0/7/, 

Pet 


yel6 


195 


■75 


OnW 
per 


£128 


.70 


m 


ontW- 


245 


volvo 

ESTATE 


nua/ 


Only£l9? 


Per 


All  the  above  prices  are  based  on  basic  model 
specifications  and  exclude  VAT.  Optional  Extras  can  be  quoted 
and  be  included  in  package  deal  prices.  Nationwide  Service! 
For  further  information  on  the  above  or  any 
other  make  of  vehicle  contact- 
Richard  Gittins, 

Dept.  CD,  Multi  Fleet  Services  Ltd., 
82  St.  Mary's  Row,  Moseley, 
Birmingham  B13  8EF. 
Telephone:  021-449  8222. 


Vehicle  Leasing 
to  suit  you -not  us! 
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Itfs  here! 

Large  Mixed  Retailing. 
The  magazine  of  non  foods  retailing. 


The  new  monthly 
magazine  devoted 
exclusively  to  reporting  on 
what's  happening  m  the  £41, 000m 
business  of  mixed  retailing. . .  the 
fastest  growing  sector  of  retailing 
in  the  U.K.  today  which  accounted 
for  an  estimated  73%  of  all  retail 
sales  in  1981. 

'Large  Mixed  Retailing'  examines 
in  detail  every  month  non  food  retail- 
ing in  department  and  variety  stores, 
multiples,  major  grocery  chains,  co- 
operatives and  mail  order  houses. 
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Special  emphasis 
is  given  to  market  trends,  with 
regular  contributions  from  leading 
figures  in  their  fields,  including  retail 
law,  merchandising,  storeplannmg 
and  design,  in  Britain,  America  and 
Europe.  For  more  information, 
contact  John  Baxter  at  Tonbridge 
(0732)  364422.  

LARGE  MIXED 
RETAILING 

The  magazine  of  non-foods  management 

Benn  Publications  Ltd.,  Sovereign  Way  Tonbridge,  Kent  TN9  1RW. 
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BUSINESS  NEWS 


Pharmaceutical  stocks 
an  end  to  the  boom? 


The  recent  UK  boom  in  pharmaceutical 
stocks  may  be  drawing  to  an  end, 
according  to  stockbrokers  Phillips  & 
Drew. 

Although  the  sector  has  enjoyed 
"spectacular  growth"  lately, 
outperforming  the  Financial  Times  all- 
share  index  by  nearly  60  per  cent,  future 
profits  growth  is  expected  to  slow  down, 
eventually  falling  below  the  industrial 
average.  Pharmaceutical  groups  tend  to 
be  less  dependent  on  borrowed  money 
than  the  general  manufacturing  sector  and 
so  will  not  benefit  to  the  same  extent  from 
any  future  fall  in  interest  rates,  Phillips  & 
Drew  point  out. 

Pharmaceutical  stocks  have  also  been 
"flattered"  by  recent  trends  in  the 
movement  of  sterling,  boosting  their 
export  and  overseas  earnings  —  a  trend 
which  cannot  be  relied  upon  to  continue. 
The  current  share  price  to  earnings  ratio 
for  the  sector  is  felt  to  be  extremely 
demanding,  and  Phillips  &  Drew  believe  it 
to  be  difficult  to  justify,  either  in  terms  of 
past  record  or  future  prospects. 
"However,  the  timing  of  a  change  in 
sentiment  towards  the  sector  is  highly 
dependent  on  the  recovery  of  other  sectors 
materialising." 

While  the  financial  returns  on  a 
successful  drug  compare  favourably  with 
almost  any  other  manufactured  product, 
competition  in  the  pharmaceutical  market 
is  said  to  have  toughened  considerably  in 
the  past  decade,  and  many  countries  are 


now  insisting  on  more  stringent  testing 
procedures  for  new  products. 
"Consequently,  the  chances  of  producing 
a  financially  successful  drug  have 
diminished  while  the  costs  of  reaching  the 
market  have  increased  substantially  in  real 
terms"  it  is  concluded. 

Glaxo  'very  volatile' 

Turning  to  individual  companies,  Phillips 
&  Drew  say  Glaxo  has  been  the  top 
performer,  thanks  largely  to  the  success  of 
Zantac.  One  of  the  negative  results  of  this 
meteoric  gain  in  Glaxo's  shares  price  is 
that  the  stock  has  become  extremely 
volatile.  (While  the  review  attributes  this 
hypersensitivity  to  over-dependence  on 
Zantac,  Glaxo's  shares  fell  £0.38  on 
publication  of  the  review  itself,  while 
Beecham  dropped  £0.21.)  Beecham  made 
the  biggest  contribution  to  value  growth 
in  the  sector,  increasing  their 
capitalisation  by  £l,450m. 

Macarthys  and  LRC,  two  of  the 
smaller  stocks  in  the  sector,  are  put 
among  1982's  best  performers,  although 
"in  both  cases  this  has  more  to  do  with 
recovery  than  with  future  prospects". 
LRC  is  the  only  major  company  here 
whose  business  has  declined  in  real  terms 
since  1980,  although  a  management  policy 
of  cutting  back  on  less  profitable  lines  is 
now  said  to  be  resulting  in  a  more 
respectable  return.  Macarthys  have  led  the 
sector  in  performance  terms  this  year  so 
far,  with  a  rise  of  86  per  cent.  This 


I  reflects  good  company  results,  despite 
I  fierce  competition.  Less  than  half  the 
sector's  profits  are  currently  derived  from 
ethical  products,  and  most  of  what  profit- 
generation  there  is  in  ethicals  comes  from 
Glaxo  and  Beecham.  Ethicals  account, 
respectively,  for  90  per  cent  and  50  per 
cent  of  their  total  profits.  "The  bulk  of 
the  health  sector's  profits  is  generated 
from  consumer  products,  some  of  which 
are  health  related."  This  trend  has 
intensified  in  recent  years,  with  Beecham 
in  particular  making  a  series  of  large  cash 
acquisitions.  Smith  &  Nephew,  Reckitt  & 
Colman  and  LRC  have  also  boosted  their 
consumer  products  base  recently.  Market 
Review  October  1982,  inquiries  to  Jill 
Quine,  Phillips  &  Drew,  Lee  House, 
London  Wall,  London  EC2. 

Average  retail  wage 
£2-3  an  hour 

The  average  gross  weekly  earnings  in 
April  of  women  over  18  working  full  time 
in  the  non-food  retail  trades  was  £79.40, 
or  just  over  £2  an  hour.  For  men  over  21, 
average  gross  weekly  earnings  were 
around  £119,  or  about  £2.98  an  hour. 
Including  overtime,  the  women  worked  an 
average  38  hours  a  week  and  the  men 
nearly  40. 

These  statistics  are  given  in  the  "New 
earnings  survey  1982  Part  A"  (HMSO 
£7),  published  last  week  by  the 
Department  of  Employment.  Average 
hourly  earnings,  excluding  overtime,  in 
the  retail  food  and  allied  trades  sector 
were  slightly  lower  at  £2.71  for  men  and 
£1.81  for  women.  The  highest  basic 
hourly  rates  were  in  the  drapery, 
outfitting  and  footwear  sector  —  £3.30 
for  men  over  21,  £2.13  for  women  over 
18. 


More  Business  News  overleaf 


Trade  fairs  have  recently  been  held  by  Bleasdale  in  York  and  Macarthys  in  Plymouth  in  conjunction  with  the  Chemist  Assistant  of 
the  Year  regional  finals.  At  Plymouth  the  trade  fair,  attended  by  over  300  customers  and  staff,  was  followed  by  a  disco.  It  gave 
Macarthys  the  chance  to  meet  their  customers  following  their  take  over  of  the  Sangers  branch.  At  York  the  trade  fair  attracted  over 
40  manufacturers  and  60 pharmacists  and  is  described  as  the  most  successful  to  have  been  held  by  Bleasdales.  The  company 
recently  moved  premises  to  2  Birch  Park,  Huntingdon  Road,  York.  Pictured  (left)  are  some  the  visitors  at  the  Plymouth  trade  fair  and 
(right)  Mr  A.  Ross  demonstrating  the  Numark  Scribe  machine  watched  by,  from  left  to  right,  Mrs  H.  Thornhill  and  company  directors 
Mr  B.  H.  Heaps,  Mr  R,  Monks  and  Mr  J.J.  Smith 
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Business  News  continued 


Shop  rent  to  pass 
inflation  in  '83 


Despite  the  current  gloomy  mood  of  the 
property  market,  Hillier  Parker  Research 
predict  that  anticipated  improvements  in 
retail  sales  and  profits  will  result  in  the 
rate  of  increase  in  shop  rents  once  again 
overtaking  inflation  towards  the  end  of 
1983  —  the  first  time  this  has  happened  in 
four  years.  When  adjusted  for  inflation, 
rental  values  are  expected  to  increase  at 
the  rate  of  4  per  cent  over  the  next  two 
years,  approaching  1979's  peak  level  in 
early  1984. 

Over  the  past  year  inflation-adjusted 
retail  profits  are  said  to  have  declined 
faster  than  shop  rents,  although  retail 


Vestric  are  clearly  going  places!  But 
their  van  driver  had  not  lost  his  way  — 
he  was  simply  part  of  the  presentation 
at  a  recent  suppliers  conference  which 
told  manufacturers  about  past 
achievements  and  future  plans  for 
Vantage.  A  76  per  cent  increase  in 
promotional  sales  this  year  and  a  50 
per  cent  increase  in  membership 
following  last  year's  consumer 
advertising  campaign,  were  among  the 
statistics  quoted.  But  retail  members 
would  perhaps  have  warmed  most  to 
managing  director  Peter  Worling's 
reference  to  the  need  to  support  rural 
and  sub-urban  pharmacists  both  to  sell 
products  and  with  their  shop  image 


sales  volume  has  slightly  increased.  "Shop 
rents  have  therefore  performed  ahead  of 
profits  but  behind  sales." 

In  current  prices,  the  growth  in  shop 
rents  over  the  next  six  months  is  likely  to 
be  the  lowest  on  record.  This  is  attributed 
to  low  inflation,  and  a  continuing  fall  in 
inflation-adjusted  rents.  Hillier  Parker 
point  out  that  shop  rents  are  currently  at  a 
low  level  in  inflation  adjusted  terms,  and 
that  the  increase  predicted  represents  only 
a  partial  recovery. 

These  predictions  are  based  upon 
retail  volume  and  profit  projections  from 
stockbrokers  Phillips  &  Drew.  Net 
margins  for  multiple  retailers  selling 
consumer  durables  are  estimated  as 
declining  from  9. 1  per  cent  in  1978  to  6.8 
per  cent  in  1981 .  Forecast  levels  for  1982 
and  1983  are  6.8  per  cent  and  7.2  per  cent 
respectively.  Forecast  of  Shop  Rents  No 
6,  available  free  from  Hillier  Parker 
Research,  77  Grosvenor  Street,  London. 

Beecham  dismiss  90 
J.B.  Williams  staff 

Following  their  purchase  of  US  medicine 
manufacturer  J.B.  Williams  (C&D, 
September  18,  p505),  Beecham  have 
dismissed  90  of  the  American  company's 
executive  and  managerial  staff.  Executives 
sacked  include  William's  president  and 
four  vice-presidents,  although  all 
dismissals  were  not  at  this  top 
management  level. 

Williams  are  said  by  Beecham  to  have 
built  a  large  executive  staff  in  anticipation 
of  sales  growth  which  never  occured.  As  a 
result,  profit  on  turnover  was  inadeqate  to 
support  the  "top  heavy"  management 
structure.  Additionally,  certain 
management  functions  at  Williams  will  no 
longer  be  needed,  as  they  are  duplicated 
within  the  Beecham  organisation. 

William's  executive  operations  are  to 
be  transferred  to  Beecham's  headquarters 
in  Pittsburgh,  while  their  existing  plant  in 
New  Jersey  will  be  expanded  to  allow  for 
the  manufacture  of  Beecham  products. 


NI  surcharge  to 
be  frozen? 

The  temporary  reduction  of  Vi  per  cent  in 
employer's  national  insurance  surcharge 
springing  from  the  last  budget  (C&D, 
March  13,  p470)  may  be  made  permanent, 
according  to  speculation  in  the  Daily 
Telegraph.  In  his  March  budget  the 
Chancellor  announced  the  surcharge 
would  be  cut  by  1  per  cent  to  2  Vi  per  cent 
in  August.  To  compensate  for  the  delay  a 
further  cut  of  Vi  per  cent  was  brought  into 
effect  from  August  1982  to  April  1983. 

Now  the  Telegraph  says  Ministers  are 
considering  the  posibility  of  lowering  or 
ending  the  surcharge  as  a  means  of 
reducing  industry's  costs.  A  difference  of 
Vi  per  cent  in  the  surcharge  is  said  to  be 
worth  some  £597m  to  industry.  The 
Cabinet  is  currently  near  the  end  of  its 
annual  review  of  public  spending,  and 
there  have  been  suggestions  that  this 
review  is  sufficiently  encouraging  to  lead 
the  Chancellor  to  consider  the  total 
abolition  of  the  surcharge  in  the  Spring 
budget. 

Economic  unit  idea 
is  *a  nonsense' 

Small  business  owners  operating  two 
companies  in  close  conjunction  are  being 
advised  to  form  a  single  holding  company, 
of  which  the  others  can  be  made  wholly- 
owned  subsidiaries.  This  follows  a  recent 
decision  from  the  Secretary  of  State 
concerning  a  pair  of  companies  where 
even  the  books  were  common  to  both. 

The  owner  of  the  companies  was 
neverthess  held  to  be  liable  for  two  sets  of 
employers'  class  1  national  insurance 
contributions  —  despite  the  fact  that  only 
one  set  of  primary  contributions  was  held 
to  be  due.  The  decision  was  backdated  to 
April  1975,  and  covered  a  period  of  some 
four  years. 

The  National  Federation  of  Self 
Employed  &  Small  Businesses  claims  that 
this  makes  a  nonsense  of  the  "single 
economic  unit"  concept  of  national 
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insurance  liability.  Accordingly,  they  are 
advising  their  affected  members  to 
consider  setting  up  a  holding  company  on 
the  above  lines,  in  which  case  only  one  set 
of  contributions  should  be  deducted. 
Business  owners  in  a  similar  position  are, 
however,  advised  to  check  carefully  with 
their  accountants  before  taking  any 
action. 

MARKET  NEWS 


APPOINTMENTS 


Pause  in  spice 
price  rises 

London,  October  26:  The  price  rises  noted 
among  spices  in  recent  weeks  were  halted 
during  the  past  week,  all  being  held  at 
previously  established  levels.  Among 
aromatic  seeds,  however,  cumin  was 
increased  by  £50  metric  ton  Botanical 
prices  were  little  changed  on  the  week. 
Cape  aloes  and  Canada  balsam  were 
unquoted. 

Among  essential  oils  petitgrain 
continued  its  easier  trend  being  reduced 
by  40-50p  kg  according  to  delivery.  The 
little  information  that  has  so  far  been 
received  from  the  Canton  fair  would  seem 
to  point  to  no  particular  trend  in  prices  of 
oils.  Cedarwood  oil  supplies  were  still  not 
being  offered  —  the  earliest  date  being 
mentioned  was  March  1983  but  it  was  not 
clear  whether  that  referred  to  delivery  or 
shipment.  Meanwhile  a  second-hand  seller 
was  offering  a  parcel  for  November  which 
represents  £1  premium  over  the  last 
quoted  price. 

Bismuth  salicylate  was  marked  up 
during  the  week  by  about  40p  kg  to 
£12. 47kg  for  50kg  lots  and  £12.15  for 
250kg.  Succinyl  sulphathiazole  fell  by 
about  20p  kg  to  £9.98  in  50kg  lots 

Pharmaceutical  chemicals 

Bismuth  salts:  £  per  kg. 


salicylate 

subcarbonate 

subnitrate 


50-kg 
12.47 
7.50 
5.73 


250-kg 
£12.15 
7.26 
5.59 


Succinylsulphathiazole:  £9.98  kg  in  50-kg  lots;  imported  £6.20 
(250-kg). 

Crude  drugs 

Aloes:  Cape  spot  and  cif  unquoted.  Curacao  no  spot  or  cif. 
Balsams:  (kg)  Canada:  No  spot  or  cif.  Copaiba:  Spot  £4.20; 
£4.10,  cif.  Peru:  £9. 10  spot;  £9.30,  cif.  Tolu:  Spot  £5.30. 
Cherry  bark:  No  spot;  £1,585  metric  ton,  cif. 
Gentian  root:  No  spot;  £2,700  metric  ton,  cif. 
Seeds:  (metric  ton,  cif)-  Anise:  China  star  £2,400  Celery: 
Indian  £800.  Coriander:  Moroccan  £360.  Cumin:  Indian 
£1 ,300.  Fennel:  Chinese  £900  Fenugreek:  Turkish  £260; 
Indian  £275. 

Essential  oils 

Bois  de  rose:  £9  kg  spot;  £9,  cif. 

Cedarwood:  Chinese  £4.80  kg  spot;  Nov-Dec  shipment;  £4.10, 
cif. 

Eucalyptus:  Chinese  £2.90  kg  spot;  £2.80,  cif. 

Fennel:  Spanish  sweet  £7.50  kg  spot;  bitter  £7.40. 

Geranium:  Bourbon  £25  kg  spot  and  cif. 

Ginger:  Chinese  No  offers  spot;  £24.10  kg,  cif,  English, 

distilled  (ex  W.  African  root)  £78;  ex  Indian  £85. 

Patchouli:  Indonesia  £25  kg  spot;  £22.50,  cif. 

Peppermint:  (kg)  Arvensis  —  Brazilian  £7.50  spot  and  cif. 

Chinese  £3.90  spot;  £4,  cif.  American  piperata  £13 

Petitgrain:  Paraguay  £7  kg  spot;  £6.25,  cif. 

Sandalwood:  Spot  Mysore  £65  kg.  East  Indian  £62  kg. 

Sassafras:  Brazilian  no  spot;  £2.30  kg,  cif. 

Spearmint:  Chinese  £8.75  kg  spot;  £8  50,  cif.  American  from 

£12.50  spot. 

Thyme:  Red  45-50%  £19.80  kg  spot.  50-55%  £22.75. 
Vetivert:  Java  £22.50  kg  spot;  £21,  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include  Value 
Added  Tax.  They  represent  the  last  quoted  or  accepted  prices 
as  we  go  to  press. 


■  Barclay  &  Sons  Ltd:  Mr  M  J  W 

Hennessy  is  appointed  managing  director. 
He  joined  parent  company,  Dixons 
Photographic  T  td,  in  1969,  eventually 
becoming  finance  director  in  their 
processing  subsidiary.  After  a  short  spell 
in  the  same  post  with  Dixons'  retailing 
operations,  he  became  financial  controller 
for  the  group  as  a  whole.  He  was 
appointed  managing  director  of  Westons 
Chemists  in  1979,  leaving  them  in  Spring 
1980,  a  few  months  before  they  ceased 
trading.  Most  recently  he  was  president  of 
Dixons  subsidiary  Chinon  USA  Inc  Mr 
Hennessv's  appointment  frees  James 
Canning,  MPS,  to  return  full-time  to  his 
duties  as  chairman  of  Barclays  He  has 
also  been  acting  as  mangaging  director 
since  Mr  A  K  Lewinski  left  the  post  in 
March 

■  LRC  International  Ltd:  Mr  Donald  E, 
Seymour  has  been  appointed  a  director 
and  will  become  non-executive  chairman 
when  Sir  Edward  Howard  retires.  Mr 
Seymour,  formerly  deputy  chief  executive 
of  Smith  and  Nephew  Associated 
companies  Ltd,  will  resign  as  a  director  of 
that  company. 

■  Health  Education  Council:  Dr  David 
Player,  director  of  the  Scottish  Health 
Education  Group,  has  been  appointed 
director  general  of  the  Health  Education 
Council  with  effect  from  November  1  Dr 


COMING  EVENTS 


Sunday,  October  31 

Southampton  Branch  Pharmaceutical  Society,  Polygon  Hotei, 
Southampton  at  10am  Postgraduate  course.  Wessex  region. 

Monday,  November  1 

East  Metropolitan  Branch,  Pharmaceutical  Society,  and  West 
Ham  Association  of  Pharmacists,  Churchill  Room,  Wanstead 
Library,  Spratt  Hall  Road,  Wanstead,  London  El  1  at  8pm  Dr 
D  Bailey  on  "The  medicine  man  of  West  Africa  and  his 
contribution  to  pharmacy." 

Tuesday,  November  2 

Stirling  and  Central  Scottish  Branch,  Pharmaceutical  Society, 

Terraces  Hotel,  4  Melville  Terrace,  Stirling,  at  8pm.  Film 
evening  and  branch  representatives  motions  (BRM). 

Wednesday  November  3 

Reading,  Barnet  and  West  Metropolitan  Branches, 
Pharmaceutical  Society,  Royal  Zoological  Society 
Headquarters,  Regents  Park  at  8pm  Dr  Richard  Leakey, 
anthropologist,  author  and  broadcaster,  gives  the  "Chiltern 
Region  Lecture.'' 

Sheffield  Branch,  Pharmaceutical  Society,  Jessop  Hospital 
Lecture  Theatre  at  8pm.  Dr  J.D.  Ward,  consultant  physician 
of  the  Royal  Hallamshire  Hospital,  Miss  V  A  Beattie,  chief 
dietician  of  the  Royal  Hallamshire  Hqlspital  and  Mrs  D  Jones, 
diabetic  research  nurse,  on  "Diabetic  forum  —  current  and 
future  trends." 

Thursday,  November  4 

Society  of  Cosmetic  Scientists,  Royal  Society  of  Arts,  6-8  John 
Adam  Street,  London  WC2A  6AJ  at  6.30pm.  Mr  D.  Bass, 
Venture  Chemicals  Ltd  on  "Amphoglycinates  —  amphoteric 
surface  active  agents." 

Crawley,  Horsham  and  Reigate  Branch,  Pharmaceutical 

Society,  Ciba  Laboratories  Ltd,  Horsham,  at  7.30pm  Dr  D. 
Bailey  on  "The  drug  alcohol  "  Joint  meeting  with  Worthing 
and  West  Sussex  Branch. 

Leeds  Branch.  National  Pharmaceutical  Association,  Dragona 
Hotel,  Leeds,  at  8pm.  Mr  Graham  Arundell,  sales  Manager, 
Independent  Chemist''  Marketing  L  td  on  "Merchandising  and 
display." 

Thames  Valley  Pharmacist's  Association,  Winthrop  House, 
Surbiton  Surrey,  at  8pm.  Mr  F  Bayford  on  "Iona  and  Skye." 


Player  is  a  Fellow  of  the  Royal  College  oi 
Physicians  of  Edinburgh,  the  Royal 
College  of  Psychiatrists  and  the  Faculty  of 
Community  Medicine.  He  graduated 
from  Glasgow  University  and  entered 
general  practice,  in  Dumfriesshire  in  the 
early  1950s  In  1960  he  became  assistant 
medical  officer  of  health  for  the  county, 
joining  the  Scottish  Home  and  Health 
Department  in  1970.  Dr  Player  was 
appointed  director  of  SHEG  in  1973. 


Briefly . . . 


■  Lakenlabs  Ltd  have  changed  their 
address  to  67  Lakenheath,  London  N14 
4RR(tel  01-886  1371). 

■  Nordisk  UK  Ltd  are  to  expand  with  the 
recruitment  of  seven  new  hospital 
representatives  to  their  pork  insulin  sales 
team  Managing  director  Gordon 
Aylward  says  the  company  plans  to  have  a 
human  insulin  available  early  next  year. 

■  HM  Customs  &  Excise  have  issued  a 
discussion  paper  which  describes  the 
system  of  VAT  notices  and  leaflets,  and 
asks  for  suggestions  regarding  how  VAT 
information  can  best  be  put  across  to 
registered  traders  in  future.  The  paper 
concentrates  on  the  General  Guide  (notice 

700)  ,  and  Scope  and  Coverage  (notice 

701)  .  Comments  should  be  submitted  by 
the  end  of  November,  and  copies  of  the 
paper  can  be  obtained  from  HM  Customs 
&  Excise,  VAD4  Room  312,  Knollys 
House,  Byward  Street,  London  EC3. 


Swindon  Branch,  Pharmaceutical  Society,  Bath  University,  at 
8pm  Evening  on  "Diabetes  and  management  of  the  diabetic 
patient . ' '  Additional  meeting  on  November  1 1 . 

Saturday,  November  6 

Croydon  Branch,  Pharmaceutical  Society,  St  Peter's  Hall, 
South  Croydon  at  7.30pm.  Barn  dance,  caller  and  live  music 
provided  by  "Three  cornered  hat". 

Advance  Information 

American  Society  of  Hospital  Pharmacists,  Los  Angeles 
Convention  Centre,  USA,  December  5-9.  Seventeenth  annual 
ASHP  midyear  clinical  meeting  and  exhibit.  Further  details 
from  ASHP  Headquarters,  4630  Montgomery  Avenue, 
Bethesda,  MD  20814,  USA. 

DHSS  Part  II  Continuing  Education  Courses.  Details  from 
Miss  A.  Morley,  course  organiser,  Department  of  Pharmacy, 
University  of  Aston  in  Birmingham,  Gosta  Green,  Birmingham 
B4  7ET,  telephone  021-359  3611,  extension  4199. 
Postgraduate  Course  No  51 .  Room  644,  Main  Building, 
University  of  Aston,  Birmingham,  Tuesday  November  9  at 
7.45pm  Dr  D.  Lewis  on  "The  pharmacology  of  some  anti- 
inflammatory drugs." 

Postgraduate  course  No  52.  Postgraduate  medical  centre. 
County  Hospital,  Hereford  Tuesday  November  9  at  7.45pm. 
Mr  J.  Talbot  on  "Computing  handling  of  adverse  drug 
reactions." 

Postgraduate  course  No  53.  N  Staffs  Medical  Institute, 
Hatshill  Road,  Stoke-on-Trent,  Tuesday  November  1 1  at  8pm. 
Dr  J  Gray  on  "Newer  anti-biotics." 
Postgraduate  course  No  54.  Lecture  Theatre,  Walsgrave 
Hospital,  Coventry,  Tuesday  November  16  at  7.45pm.  Dr  P. 
Biggs  3n  "Endocrine  disorders  —  100  unit  insulin." 
Postgraduate  course  No  52.  Postgraduate  medical  centre. 
County  Hospital,  Hereford,  Tuesday  November  16  at  7.45pm. 
Mr  John  W.  Barnett  and  Dr  G.B.  A.  Veitch  on  "The  Hereford 
Hospital  Prescribing  Study." 

Postgraduate  course  No  53.  N.  Staffs  Medical  Institute, 
Hartshill  Road,  Stoke-on-Trent,  Thursday  November  18  at 
8pm.  Dr  J.R.  Kapur  on  "ENT  —  common  ailments." 
Postgraduate  course  No  51.  Room  644,  Main  Building, 
University  of  Aston,  Birmingham,  Tuesday  November  23  at 
7.45pm.  Dr  M.  Tisdale  on  "The  pharmacology  of  some 
cytotoxic  drugs." 

Postgraduate  course  No  54.  Lecture  Theatre,  Walsgrave 
Hospital,  Coventry,  Tuesday  November  23  at  7.45pm.  Dr  R. 
Thompson  on  "The  immunological  basis  of  drug  reactions." 
Postgraduate  course  no  52.  Postgraduate  medical  centre, 
County  Hospital,  Hereford,  Tuesday  Noveber  23  at  7.45pm. 
Mr  D.  Knowles  on  "Computers  -  where  do  we  go  from 
here?" 

Postgraduate  course  No  51.  Room  644,  Main  Building, 
University  of  Aston,  Birmingham,  Tuesday  December  7  at 
7.45pm.  Dr  A.  Li  Wan  Po  on  "The  pharmacology  of  some 
drugs  affecting  the  GI  tract." 
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CLASSIFIED 


Post  to 

Classified  Advertisements, 
Chemist  &  Druggist, 
Benn  Publications, 
Sovereign  Way,  Tonbridge, 
Kent  TN9  1RW. 
Telephone  Tonbridge  (0732) 
364422.  Telex  95132. 
Ring  Joanna  Young  for  further 
information  on  extension  322. 


Publication  date 

Every  Saturday 
Headings 

All  advertisements  appear 
under  appropriate  headings. 
Copy  date  4pm  Tuesday  prior 
to  publication  date. 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date. 


Display  /  Semi  Display  £10.00     Box  Numbers  £2.50  extra 


per  single  column  centimetre, 
min  30mm.  Column  width 
42mm. 


Series  Discounts 

5%  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
15%  on  13  insertions  or  over. 


Situations  vacant 


South  East  Kent  Health  Authority 

Basic  Grade  Pharmacist 
and  Locum  Pharmacist 

We  are  looking  for  a  young  enthusiastic  Pharmacist  who 
wants  a  more  rewarding  job,  to  join  our  pharmaceutical 
team.  We  will  offer  you  experience  in  ward  pharmacy,  I.V. 
additives,  parenteral  nutrition,  lecturing,  computers, 
clinical  pharmacy,  patient  counselling  and  much  more. 
If  you  have  been  qualified  for  over  a  year  and  now  have  a 
change  of  "heart"  or  you  feel  like  "circulating"  in  a  new 
modern  department  then  try  coming  to  the  William  Harvey 
Hospital.  Recently  qualified  Pharmacists  with  the  ability  to 
cope  with  this  demanding  job  are  also  invited  to  apply. 
Until  a  permanent  appointment  has  been  made  to  this  post, 
we  will  be  requiring  a  locum  Pharmacist  to  start  as  soon  as 
possible. 


Further  details  for  both  posts  are  available  from  Mr.  J. 
Wigmore,  Principal  Pharmacist,  telephone  Ashford 
33331  Ext.  220.  Job  descriptions  and  application  forms 
available  from  Mrs  S.W.  Francis,  Personnel 
Administrator,  telephone  Ashford  33331  Ext.  256. 

Closing  date:  5th  November  1982. 


The  William  Harvey 
Hospital 


Macarthy's  Ltd 

Pharmaceutical  Wholesalers 

Require  an  additional 

REPRESENTATIVE 

to  call  on  retail  chemists  in  the  S.W.  London  /  Thames 
Valley  /  Bucks  area. 
Experience  desirable  but  not  essential. 
Applicants  must  be  resident  in  the  area.  Age  preferable 
21-40  years.  Good  salary  plus  bonus,  expenses  and 
company  car. 

Please  reply  with  cv  to:  R.  Short  Esq.  Macarthy's  Ltd., 
Unit  D,  Kingvielle  Road,  Kingsditch  Industrial  Estate, 
Cheltenham,  Glos.  GL51  9TT. 


West  Surrey  and  North  East 
Hampshire  Health  Authority 
BROOKWOOD  HOSPITAL 

PHARMACY 
TECHNICIAN 

Applications  are  invited  from  certified  technicians  to  be  based  at 
this  psychiatric  hospital.  The  officer  may  be  required  to  work  at 
Frimley  Park  Hospital  and  Farnham  Hospital  Pharmacies. 

Salary:  £4016-£5208  per  annum  inclusive 
For  further  information  contact  Miss  P.  Twyman,  Staff 
Pharmacist,  Brookwood  Hospital. 
Application  Forms:  Available  from  the  Personnel  Department, 
Brookwood  Hospital,  Knaphill,  Woking,  Surrey. 
Telephone:  Brookwood  4545.  Ext.  265. 
Closing  Date:  10th  November  1982. 


Auctions 


S0LWAY  MARKETING  COMPANY 

The  Stock-in-trade,  Plant  ft  Equipment,  Raw  Materials  and 
Packaging  components  of  a  Cosmetics  Manufacturer. 

including:  Office  Equipment,  Powder  presses,  mills  and  mixers,  Shrink  wrap 
cutters,  Torque  testers,  Dustmiser  extractor  unit,  Broomwade  compressor. 
Kemwall  mascara  fillers  and  1  gallon  it  5  gallon  melting  pots.  Bancroft 
conveyor  tables,  lipstick  flame  tunnel,  Adelco  screen  printer,  Markem  model 
77  printer.  Chilling  vessels,  large  quantity  of  packaging  and  display 
materials.  Finished  products  including  nail  varnishes,  eye  shadow  compacts, 
mixed  packs,  foundation  etc.  2000  kg  versal  timers  (various  colours)  lipstick 
pigments,  Ozokerite  wax,  Lipstick  bulk  etc.  500  lots. 

For  Sale  by  Auction 

10.30  am  Friday  19th  November  at  Units  1  &  2,  Edingham  Industrial 
Estate.  Dalbeattie.  S.W.  Scotland. 

Catalogues  t£1  by  post)  from 

Auctioneers: 

Thomson,  Roddick  &  Laurie  Ltd., 
60  Whitesands,  Dumfries. 
Tel:  0387  5366/7 


Agents 


HAIR  ACCESSORIES 

Agent  required 
to  cover 
Birmingham  Area 
Existing  accounts  available 
Tel:  01-439  3530 
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Professional  Prescription 
Computer  Labelling 


INTEREST  FREE  EASY 
PAYMENT  SCHEME 

For  all  Kirby  Oldham  Products. 

Offer  open  until  November  30 
You  buy  a  machine  outright  in  six  equal  monthly 
payments  and  no  interest  is  charged. 
PLP  2  programmable  label  printer  12,000 
characters  of  non-volatile  memory,  £865  +  VAT. 

KL8  Tablet  counter,  £865  +  VAT. 
MMD  3  moving  displays  5ft  long  high  intensity,  3in 
characters  including  keyboard,  fully  programmable, 
£965  +  VAT 

ECG  30  Electro  cardiograph,  mains/battery, 
£795  +  VAT 

Contact:  Kirby  Oldham  Ltd,  for  details  and  a 
demonstration  video  tape  if  you  don't  want  a  visit 
from  the  salesman! 

Well  designed  —  well  made  —  well  serviced. 
Buy  British  f  rom: 

Kirby  Oldham  Ltd,  Ellen  Street,  Oldham,  Lanes. 
Tel:  061-620  1421 


TAKE  THE  TEDIUM  OUT  OF  DISPENSING 

AND  ENHANCE  THE  IMAGE  OF  YOUR  PHARMACY 

with  labels  like  this 

*L0W  COST 

^S^^^^^^HHl  *L0W  MAINTENANCE 
lif'^^^^^^^^^Bt  COST  (FREE  1st  YEAR, 
r^i^4^S^^^^^^B  THEN  £95  p.a.) 
■  I  ^AUTOMATIC 

''^W^S^ffiPwSBBH   PRINTED  DOSAGE 
^^m^Sw^^^^^^S  WARNINGS 

iiiiliEfflE^HBiiBB  ^SHARP  COMPUTER 

The  'Style'  Computer  Label  System.  Costs  only  £1150  complete 

From  Park  Systems 


the  SHARP  Pharmacy 
Computer  Specialists 

Contact:  M.  Sprince  M.P.S.,  11  Molyneux  Way, 
Liverpool  L10  2JA.  Tel:  051-531 8369 

V.H.S.  Video  Sales  Presentation  Cassette  available  for  free  hire 

 14  day  free  trial  available. 


ip|_yil|il!ipLJipppi 


J.  Richardson 
COMPUTER  LABELLING 

Widely  acclaimed  as  being  the 

Fastest  and  Easiest  to  use 
—  Well  ahead  of  all  Others  — 

So  many  features  for  the  price,  all  of  real 
practical  use  in  your  dispensary. 
Add/Delete  your  own  drugs  (8-900). 

Add/Delete  own  doses  (over  100).  Very 
accurate  stock  control  with  wholesaler  of 
choice.  Displays  either  Link,  Prosper  or  PIP 
codes.  Cautionary  label  indication.  Constant 
full  label  display.  Repeat  labelling.  Monthly 
print  out  of  all  dispensing/drug  statistics. 
Private  prescription  pricing  etc.  Produces 
superb  labels  every  5-10  sees. 
All  for  less  than  £1500  (lease  purchase 

£53/ month). 
Satisfaction  guaranteed,  2  months  trial 
period. 

Phone  Croston  (Lanes)  600494  anytime. 
For  demonstrations  in  and  around  London 
Tel:  01-458  1152  evenings. 


BUYING  *  SELLING  X  SHIPPING  *  CONFIRMING  X  WAREHOUSING  X  EXPORTING  K 

O   


COMPLETE 

EXPORT  SERVICE 

CONTACT  US  FOR  YOUR:  EXPORT 
REQUIREMENTS  INCLUDING  PROPRIETARY  — 
GENERIC  PHARMACEUTICALS  AND  BRANDED 
—  UNBRANDED  COSMETICS  WORLDWIDE. 

INQUIRIES  FROM  MANUFACTURERS  SEEKING 
EXPORT  MARKETS  FOR  THEIR  PRODUCTS  ALSO 
WELCOME. 

INTERPHARM  EXPORTS  LTD, 
216  ST.  JAMES'S  ROAD,  CROYDON, 
SURREY  CRO  2BW. 

TELEX:  8951260  TEL:  01-683  1160 


X  EXPORTING  K  PACKAGING  X  FORWARDING  X  BUYING  X  SELLING  X  SHIPPING  Z 


Shopliftings 


SHOPFITTING 


Cash  register 
services 


Everything  you  need  to  know 
is  in  this  FREE  pack,  sent  by 
return  of  post.  ^^cj 

Group 

SHOWRAX 

Tower  Works,  Lower  Road, 
Gravesend,  Kent,  DA11  9BE 
Tel:  Gravesend  (0474)60671 


CASH  REGISTER 
SERVICES 

offer  24  hour,  7  day  breakdown  service. 
Loan  machines,  supplies,  new  and 
rebuilt  machines  and  hiring. 

285  Hertford  Road,  Edmonton  N9  7ES 
Telephone:  01  805  5143, 01-341  4302  or 
01-367  6767.Ent.1335 


Business 
opportunities 


START  YOUR  OWN 
VIDEO  CLUB 

Don't  buy  films  —  borrow  them  — 

over  1,400  titles  available  from 
13Vip  per  day.  We  supply  display 

stands,  membership  details. 
Everything  you  need  to  make  at 
least  100%  profit. 
Phone  01  226  7807 


JOANNA  YOUNG  WILL 
DEAL  WITH  ALL  YOUR 
CHEMIST  &  DRUGGIST 
CLASSIFIED  ENQUIRIES 
ON 

0732  364422 
EXT.  322 
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PERFUMES  COSMETICS  CHEMIST 
*  SUNDRIES  * 
PASCOS  COSMETICS  SALES 

425c  Harrow  Road,  Paddington  W10 
Tel:  01-960  0319.  Telex:  8813271 


Various  Christmas  Gift  Sets  in  stock.  Also  branded  perfumes  at  very 
competitive  prices.  Please  telephone  us  for  our  special  offer  price  list.  Next 
day  delivery.  Open  7  days.  (Sundays  9. 30am-2pm.)  Ample  parking. 


Quality  and  original 
Continental  System  plus 
total  package  NPA 
recommended  NO  system 
matches  UMDASCH  for 
quality.  Prices  pleasantly 
competitive.  See  for 
yourself .  .  .  there's  no 
obligation. 

Umdasch  Systems,  Apeils 
Contracts  Ltd, 
Dallow  Road,  Luton, 
Beds  LU1  IF  P.  Ring  Luton 
(0582)30833  NOW! 


EXPORT/ IMPORT 

PHARMACEUTICAL  for 
Africa,  Middle  East  and 
worldwide.  Buying  or  selling 
contact  us 
Tel:  01-864  1183 

Telex:  923421 
WEMSEC-G  Attn  Mr.  Jeffrey 


Branded  and 
Unbranded 
Cosmetics  at 
Discount  Prices 

DAPHNE 
COSMETICS, 
22  St.  Saviours  Close, 
Colchester  Road, 
Walthamstow, 
London  E17 
01-521  3422 
Hrs.  Mon,  Tues,  Wed, 
Fri  11-6 
*  Sun  9.00  1.30* 
Thurs  Closed. 


Neon  Signs 

at  discount  prices  to  your 
own  wording. 

Faylite  Signs, 
5  Meetinghouse  Lane, 
Berkswell,  Warwicks. 
Tel:  021  3591934 


COPPER 
BRACELETS 

SABONA  OF 
LONDON  LTD 


MORE  PEOPLE  THAN  EVER  BEFORE  ARE 
ASKING  FOR  SABONA  BRACELETS  BY 
NAME.  THE  FIRST  PLACE  THEY  GO  TO  IS 
THEIR  LOCAL  CHEMIST,  SO  WHY  NOT 
STOCK  THE  SABONA  RANGE  -  THE 
MARKET  LEADER  AND  ORIGINAL 
COPPER  BRACELET  COMPANY, 
ESTABLISHED  IN  1959.  OUR 
REPUTATION  HAS  STOOD  THE  TEST  OF 
TIME  FOR  OVER  23  YEARS  WITH  SALES 
OF  NEARLY  2  MILLION  BRACELETS. 
WRITE  OR  PHONE  FOR  DETAILS: 
Sabona  Rheumatic  Relief  Co.  Ltd., 
73  New  Bond  Street,  London  W1. 
Tel:  01-629  6921;  01-493  9438 


CHEMISTS3 
DRUGGIST 


Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  £f  Druggist, 

Benn  Publications  Ltd.,  Sovereign  Way, 

Tonbridge,  Kent  TN9  1RW 

Telephone:  Joanna  Young  0732  364422  Ext. 322 

Copy  date  4pm.  Tuesday  prior  to  publication  date 


ORDER  FORM 

Please  insert  as  below  our  advertisement  under  the  heading 


Please  invoice. 


.insertions 


PLEASE  PRINT. 


Name . 


Address. 


Phone  .   ' '   Date  Signed 
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Manufacturing  &  Distributing  Service 


"We're  used  to  being  sent 

P3.CkingJ!     We  should  be1  Alter  all,  we're 

specialists  in  contract  packing  to 
the  pharmaceutical  health  food,  food  and  toiletries 
industries,  and  once  we've  given  our  expert  advice,  there's 
nothing  we  like  better  than  getting  the  job  done.  If  you've  got 
a  problem,  give  us  a  ring 


Laleham  Packers  Ltd.,  Newman  Lane,  Alton,  Hants.  Tel:  (0420)  82644 
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Focus  Solutions 

Suppliers  &  Wholesalers  of 
Contact  Lens  Solutions 
Eye  Care  Cosmetics 
and  Accessories 


Burton  Parsons 
Barnes  Hind 
Contactasol  Allergan 

Smith  &  Nephew 
Alcon  Optrex  Optique 
Sauflon  Pharmaceutical 
Abatron  Titmus 


Telephone  Marion  Byers  at 
Berkhampstead  (04427)  74326 
for  details 

Focus  Contact  Lenses 

Northbridge  Road,  Berkhampstead, 
Herts.,  HP4  1EH 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  ODL 
Tel:  01-889  3151/6 


/-—FAIRFIELD  DISPLAYS 


r  * 


SHOPFITTING  & 
DISPLAY  EQUIPMENT 
Large  range  of  toughened 

glass  cubes,  glass 
counters,  showcases,  wall 
units,  counter  top 
displays. 
Agents  throughout  U.K. 
Send  for  free  brochure. 

NEW  SHOWROOM: 

32  Victoria  Road,  Farnborough, 
Hants.  GUM  7PG. 
Tel:  0252  546191 


Packing  in  perspective 

sometimes  hard  to  decide  on  the  right 
way  to  pack  your  product  As  specialists 
m  contract  packing  to  the  phar- 
maceutical, health  food,  food  and 
toiletries  industries,  we're  m  the  best 
position  to  help  you  get  packing  into  perspective  If  you're 
looking  for  a  solution,  give  us  a  ring 

Laleham  Packers  Ltd.,  Newman  Lane,  Alton,  Hants.  Tel:  (0420)  82644 
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ORALCER 


I  pellets  MOUTH  ULCERS 


NOT  A  GEL  -  NOT  A  PASTILLE  -  BUT  PELLETS 
that  slowly  release  2  Active  ingredients  at  site  of  ulceration 

VITABIOTICS  LTD.  122  Mount  Pleasant  Alperton  Mddx.  01-903  5541 


Umdosch 


systems  THE  COMPLETE  SHOPFITTERS 


Quality  Austrian  System  plus  total  package 
No  system  matches  our  quality 

NPA  recommended 

Apeils  Contracts  Ltd.  Umdasch  Systems, 
Dallow  Road,  Luton,  Beds  LU1  1FP 

RING  Luton  (0582)  30833  NOW! 


PARACETAMOL  TABLETS? 

WE'RE  THE  UK's  LARGEST  SPECIALIST  PRODUCER! 

In  bulk  or  bottles,  strip  pack  or  own  label  —  try  us  for 
aspirin  or  saccharin  too! 

Fast  service  —  unbeatable  prices  —  from 

THE  WALLIS  LABORATORY, 

11 CAMFORD  WAY,  SUNDON  PARK,  LUTON  LU3  3AN 
TEL:  Luton (0582)  584884 


DRAW  WINNERS 


FIRST  PRIZE  £100 


5006 


SECOND  PRIZES  OF  £20 

7993  1862  0409 
3950  4272  7131 
5571  1301  6572 


CONGRATULATIONS  FROM  THE  BRAND  LEADER  -  LEMSIP 
Winners  will  be  confirmed  by  post  and  prize  cheques  will  be 
despatched  direct  to  the  address  shown  on  the  counterfoil. 
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e  extras. 
Yxir  extra  profit. 


Dressers  from  Addis.  Pretty  hairclips  and 
decorations  that  offer  you  a  lot  of  profit  for  very 
little  space. 

Dressers  are  irresistible.  The  ultimate  impulse 
purchase  that  puts  your  customers'  pocket  money 
into  your  pocket.  Dressers  have  proved  such  a 
success  that  we've  expanded  the  range  onto  these 
neat,  fashionable  and  easily  displayed  cards. 

So  make  these  little  extras  a  centre  of 
attraction  for  your  customers  and  a  profit  centre 
for  you. 


